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Kansas City Has Become 
A Life Insurance Center! 


» S a matter of public interest the four 

Old Line Life Insurance Companies 

whose Home Offices are in Kansas 

City, jointly publish this reminder 

b xy H of the steady development of the life 
> 3 insurance business in this field. 

Usually Kansas City is considered 

as a market-place for grain, meat, hay, flour, mules, 

horses, implements, soap, dry goods, work cloth- 

ing, motors and oil products. Kansas City, of 

course, takes rightful pride in excelling in those 

lines, but Life Insurance is being recognized more 

and more as one of 

the most important 

factors contributing 

to the welfare and 

the up-building of 
the community. 

Let us look at the 
figures. Kansas 
City’s four Old Line 
Life Insurance Com- 
panies now have Life 
Insurance in force 
amounting to more 
thn TH REE 
HUNDRED AND 
TWENTY-FIVE 
MILLION DOL- 
LARS ($325,000,000). 


sented in this tre- 

mendous total has created a new estate or in- 
creased an old one, making for economic advance- 
ment of the soundest character. 

During the year 1923 these four KANSAS CITY 
Companies received premium deposits and interest 
of $13,985,553.89. This money came from every 
state in the Union. It was cleared through KAN- 
SAS CITY banks and is now safely invested for 
the protection of Policyholders. Kansas City has 
benefited in many ways by these transactions. 

At the close of 1923 these four Companies had 
invested for the safety and protection of Policy- 


holders the sum of $35,974,993.26. These invest- 

ments are represented by securities underlying the 

development of the resources of the great middle 

west, namely, real estate mortgages, municipal 

bonds and policy loans. It is a great advantage 

to borrowers to be able to secure loans here at 
home at reasonable rates and without delay. 

Kansas City’s four Companies paid to Policy- 

Folders and beneficiaries on account of death, dis 

ability and a!l other policy benefits, during the 

twelve months ending December 31, 1923, $4,703 

972.53. The promptness with which these obli- 

gations were dis- 

charged meant much 

to the Policy-hold- 

ers and dependent 

ones. It is an estab 

lished practice of 

these four Compan- 

ies to issue drafts in 

settlement of losses 

within TWENTY- 

FOUR HOURS aft- 

er receipt of proofs. 

These four Com- 

panies give emoploy- 

ment in their Home 

Offices to more than 

feur hundred indi 

viduals the year 


" Kansas City’s Old Line Life Insurance Companies receive pre around, and thev 
Every policy repre- mium payments from policyholders in every state in the Union 


also emplov in their 
sales organ‘zations in 
excess of two thousand representatives in the ter- 
ritory in which they are transacting business 

Our geographical position; our net work of 
transportation lines and the richness of natural 
resources abounding in a'l directions, combine to 
favor KANSAS CITY as a national Life Insur- 
ance center. The four Old Line Companies now 
occupying the field we'come other institutions of 
like character to KANSAS CITY and bespeak for 
all insurance interests wherever located a due 
measure of co-operation and appreciation. 


NOW MORE THAN TWO HUNDRED AND TWENTY-FIVE THOUSAND INDIVIDUALS 
ARE REGULARLY PAYING PREMIUMS ON POLICIES IN THESE FOUR COMPANIES 


Business Men’s 


Kansas City 
Life Insurance | | Assurance Company 


Company of America 


National Fidelity Midland 
Life Insurance Life Insurance 
Company | Company 
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WHAT WE MEAN 


When we say to Life Men that we give them a SPECIALIZED 
Accident and Disability Service. 
Several things: 





1. Special forms of policies particularly adapted to sup- 
plement Life Insurance. Each of our three Special Non-Can- 
cellable Disability policies meets a situation which frequently 
confronts the Life Agent. 


er 
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2. Special agency procedure for Life Men. We deal with 
them as a group separate from ordinary agencies; we maintain 
a separate mailing list of Life Men to whom we disseminate in- 
formation especially applicable to their work. 

We make no attempt to convert Life Men to Casualty 
Agents, our conception of the relationship being strictly one of 
service. 
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3. Special arrangement for inspection service at our ex- 
pense is provided. 


4. Special facilities for the prompt issuance of policies and 


the quick and satisfactory adjustment and payment of claims are 
a feature of our Accident Department service. 
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5. For the Life Man who needs as a side-line a full fleet 
of Accident and Health policies, we have our line of unrestricted 
forms which must be seen and examined to be appreciated. 
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6. We are not competitors of Life Insurance Men either 
directly or through any running mates. 
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YOU NEED OUR SERVICES 





Address Accident Sales Manager 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, PRESIDENT 
KANSAS CITY 


CHICAGO LOS ANGELES NEW YORK 
INSURANCE EXCHANGE 719 DETWILER BUILDING 50 PINE STREET 
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UNION CENTRAL HEAD 
TALKS AT CONVENTION 





President Sage Tells About Suc- 
cess That Has Been Seen 
in Conservation 





SEVERAL PROBLEMS AHEAD 





Care Should Be Exercised in Some of 
the Liberalizing Processes Re- 
cently Introduced 





30.—An- 
schedules 


CINCINNATI, O., Apr 
nouncement of dividend 
was the most interesting feature of the 
opening Union Central 
Life agents’ convention which was held 
this When John 
D. Sage in his address 


new 
session of the 


here week. President 
told the agents 


that new dividends were ready for an- 














JOHN D. SAGE 
President Union Central Life 


nouncement which would materially de- 


crease the net cost of Union Central 


entire lorce re- 


About 50 


policies, the agency 


sponded = enthusiastically. 
agents are 

President John D. Sage, 
on “The First Billion and the 
said that the convention was being held 
i ration of the attainments of the 


present 


in his address 


billion 


first Union Central insurance in 
torce He introduced the oldest policy- 
halder who was insured 57 years ago 
He then began a discussion upon the 


helps found and hindrances encountered 
] first billion and con- 
would help or hinder in 
billion 


Contracts Are Liberalized 


obtaining the 
sidered what 


getting the second 


Reviewing the progress in the fram 


ing of policies, President Sage called at- 
tention to the strict provisions of the 
first policies issued and said that the 


(CONTINUTED ON PAGE 26) 





OPENS OTTAWA OFFICE 


HUGE BUSINESS WAS MOVED 
Canadian Head Office Established by 
Metropolitan Life Under Vice-Pres- 
ident A. F. C. Fiske 


NEW YORK, Apr. 29 


Che equiva- 


lent of an entire insurance company and 
all its branches for the work of caring 


ior 1,800,000 policyholders was moved 
in body from New York to Ottawa, On 
tario, last week, when the Metropolitan 
Life installed the Canadian head 
to have complete charge of all Canadian 
business from Ottawa in the future. Two 
special trains carried the 400 workers 
who were transterred from the New 
York to the Ottawa office and only one 


othce 


work day was lost in the move. The 
increase in Canadian business of the 
Metropolitan Life created a need in 


Canada for separate headquarters which 
have now been set up. 


Form Canadian Organization 


The official staff of the Canadian head 
office is as follows: A. F. C. Fiske, third 
vice-president in charge of the Canadian 
office; Dr. John N. Coolidge, for 35 years 
an assistant medical director of the com- 
pany at the home office, who will be 
chief medical official: Louis J. Schmoll, 
assistant secretary, to be in charge ot 
the ordinary department; George Doyon, 
superintendent of agencies tor Quebec 
and Maritime James B 
Woodcock, superintendent of agencies 
for the territory west of the province 
of Quebec and east of the Rocky Moun- 
tains. The 400 persons making up the 
officers and clerical force of the new 
Canadian head office are volunteers 
from the Metropolitan regular clerical 
force. Many of them go to Canada only 
temporarily, to be replaced as soon as 
possible by Canadians 


provinces; 


Developing Canadian Company 


The company desires to develop a 
Canadian company, operating for Can 
adian business and by those entirely 





familiar with Canddian customs Che 
preparations for the move had been 1m 
progress tor a month The Canadian 
business was segregated, applications 


were received, investigations mad y pol 
icies issued, details 
that go with both the industrial and or 
dinary branches were separately insti 
tuted in the home office in New York 
This is the first time an entire company 
in all the has been or 
ganized and put within 
its parent company 

The Metropolitan officials 
Haley Fiske has announced, plan to 


claims paid and all 


: . 
complete decals, 


into operation 


make the new company thoroughly Car 

adian as rapidly as possible, in keeping 
with their poli which has been to in- 
vest in Canadian securities the prem 
iums paid by Canadians so that actually 
oday such investments exceed the 
premium totals Already a group ot 
300 Canadians have been selected and 
71 of them actually emploved as of May 


1 Within a vear construction will be 
eat Metropolitan office bui 
which will be 
with and as an 


gin on a @! 
ing in Ottawa 
in harmony 
tural unit of the downtown b 


de signe d 


architec 


usiness dis 


trict of Ottawa The site is opposite 
the Parliament building and supreme 
court. 





APPROVE TAX CHANGE 
SENATE ADOPTS HIGHER RATE 


Life Insurance Trusts Are Affected by 
New Provision in Revenue 
Bill Before Congress 


WASHINGTON, D. C., Apr 
Without debate and without change, the 
senate last Friday agreed to the amend- 
ment to the revenue law recommended 
by the finance committee, pro- 
viding that “where any part of the in 
come of a trust may, in the discretion of 
the granter of the trust, either alone or 
in conjunction with any person, be dis 
tributed to the grantor or be held or 
accumulated for future distribution to 
him, or where any part of the income 
of a trust 1s or may be applied to the 
payment of premiums upon policies of 
insurance on the life of the grantor (ex- 
cept policies of irrevocably 
payable for the purpose and in the man 
ner specified in paragraph (10) of sub 
division (a) of Section 214) such part 
of the income of the trust is to be in 
cluded in computing the net 
the grantor.” 

The Senate is making every effort to 
dispose of the bill expeditiously, and this 
amendment was taken up under the plan 
adopted of going through the bill and 
adopting all amendments to which there 
was no opposition, leaving only the con- 
troverted changes for debate later 

rhis is the proposal that was looked 
upon with apprehension by trust com 
panies and life underwriters specializing 


senate 


insurance 


income ot 


in life insurance trusts, for it tends to 
strike a serious blow at the life insur- 
ance trust The first move, of course, 
will be the converting of these trust 
fund investments into non-taxable s« 
curities, but the later consequences ar 


unknown 
ination of 


If the proposal for the elin 
non-taxables should ever ma 


terialize, this change would practically 
wipe out life insurance trusts, for the 
trust companies could not afford to carry 
the funds, if the tax rate of the grantor’s 
total income were applied to the special 
fund set aside for this purpose. Provi 


made for the elimination of the 
tax against irrevocable funds, but these 
trusts are not popular and many would 


sion 1 
On 18 


not be sold, if the contract did not re 
tain revocabilits Che most serious con- 
sequence would be on the security mar 
ket itself, for the sudden flood of trust 
fund investments into the non-taxabl 
field would have an effect on the gen 
eral market. It would flood the market 
with an equal amount of taxables, whic! 


are now none too readily sold and woul 
create an unusual demand for the noi 
taxables 


Opens Chicago Office 
The Royal Union Life has opened 


Chicage general gency omece t 440 
442 Transportati building, with Wil 
rd H. Foster as manager Associated 
with | las § cial representative will 
be Grad Stay \\ S. Merr d 
Chark J. Coon President Tucke 
reports that Mr Foster has begun to 


bstantial volume of busines 


through the Chicago branch and that 
the company anticipates this connectior 
will result in an increased production 
from the company’s agency of $1,500 


000 or more the first year 





NEW FIELD FOR LIFE 
INSURANCE IS OPENED 


{s Being Applied Extensively in 
Conjunction With Com- 
munity Trusts 
ANTICIPATE BIG FUTURE 
Comment Indicates That, Though an 


Experiment at Present, the Plan 
Will Grow Rapidly 


NEW YORK, 


new 


Apr. 29.—Perhaps the 
latest application of life insurance 
is the plan worked out by the New York 
Community Trust in cooperation with 
William J. Graham, vice-president of 
the Equitable Life of New York,and Al- 
bert J. that 
pany, utiliza- 


tion of life insurance as a source of fu- 


Peter, an agent for com- 


which contemplates the 


ture income for civic philanthropic 


agencies, in connection with the com- 


munity trust This is of course merely 
a development in bequest insurance. It 
contemplates the designation of one of 
the trustees associated in the community 
trust to administer as trust funds the 
proceeds of life insurance policies. The 


community trust distribution committee 
will supervise the expenditure of the 
income from such funds. 
Community Trust Is Popular 
The community trust plan was 


started in Cleveland a number of years 
ago and has become very popular, being 
established in many of the leading cities 
from coast to coast. The chief object of 
a community trust plan is to avoid obso- 

gifts. In other words, the 
permanent endowment funds 
often leave them to institutions or phil 
anthropies which are not of a perma- 


lescence mn 
donors of 


nent nature. The trustees are therefore 
embarrassed, when the institution or 
charity named goes out of existence or 


just what 
Trust companies 


changes its character, as to 


to do with the funds 


in any given community therefore can 
eet together in a community trust and 
such funds left with any member can 
be distributed bv the distribution com 


mittee of the membership 
Life Insurance Applied 


The application of life insurance to 


Pt 
the community trust plan ts of a very 


recent origin It is not in operation 
nyvwhere except in New York as far as 

known Already a number of promi 
nent men have taken out small life in- 
surance polici s in favor of the com- 
munity trust The plan is that the 
donor can make his life insurance pay 
ble to any trust company that 1s a 


community trust with 
distribution of the 
| rederick P. 


ember of the 
instructions for the 


For instance, 


neome 
Keppel, president of the Carnegie Cor 
poration, has taken out a policy which 
is for the eventual benefit of the per- 
manent alumni fund of Columbia Uni 


versity, where he was formerly dean of 
before becoming assistant 
war in 1917. After Mr 


the college 


secretary ol 
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Keppel’s death the income from this 
fund will be paid to the alumni fund 
of the university. In case the alumni 
fund is abolished, or in case the uni- 
versity at any time in the future should 
cease to be in existence, the income 
from this fund can be used as is seen 
fit by the distribution committee of the 
community trust. It is thought of 
course that the trust funds will be ad- 
ministered in the nearest possible way 
to the original intention of the donor. 

Other policies of this nature have been 
taken out by Lawson Purdy, formerly 
president of the municipal department 
of taxes and assessments, and now gen- 
eral director of the Charity Organiza- 
tion Society. The society is the ulti- 
mate beneficiary. 

Charles L. Bernheimer, chairman of 
the arbitration committee of the New 
York State Chamber of Commerce has 
made the arbitration committee the ob- 
ject of a similar endowment fund. 

Graham Comments on Plan 

William J. Graham, vice president of 
the Equitable Life, in commenting on 
the community trust plan in connection 


with life insurance said: “Bequest in- 
Surance is one of those new useful- 
nesses for life insurance that is prog- 


nosticated rather than developed. Its 
development, it is to be hoped, will be 
satisfactory in the production of life 
insurance. This is a hope, not an ac- 
complishment. No considerable amount 
of insurance has been written on this 
community trust plan as yet. This 
work, it is believed, is best left to the 
type of agent who has a large clientele 
established and who is using bequest 
insurance as a supplement to a well or- 
ganized life insurance business. To 
such an agent it will serve both the 
purpose of producing new business in 
itself for bequests and incidentally in- 
troducing the subject of insurance fav- 
orably to a desirable type of prospect, 
who may or may not be interested in be- 
quest insurance but might want life in- 
surance for some relative purpose. 

“Ralph Hayes, who has been brought 
to New York as director of the New 
York Community Trust, is a strong ad- 
vocate of the plan. He however, showed 
his friendliness to us by being not un- 
mindful of the fact that life insurance 
agents of the country cannot be urged 
to take up active work for bequest in- 
surance until more evidence that this 
type of work will produce results com- 
mensurate with the effort required.” 

This community trust plan is there- 
fore an experiment of business and to 
just what extent life insurance can be 
applied to it, is not that those making 
bequests by life insurance could prob- 
ably be more easily interested if shown 
its connection with this development. 

It is interesting to note that several 
accident insurance policies have been 
made payable to the trust fund. These 
are accidental death policies. Some of 
the accident companies that have re- 
ceived applications for insurance of this 
character are the New Amsterdam Cas- 
ualty, Commercial Casualty and Mary- 
land Casualty. 

Ralph Hayes, director of 
munity trust in New York, summarized 
the relationship of the various elements 
in the community trust as follows: 
“We are using the specialized service 
of life insurance companies in creating 
philanthropic funds; the services of 
banks and trust companies in safeguard- 
ing those funds; and the services of the 


the com- 


community trust in distributing their 
income effectively. The specialties of 
these three organizations are being 


united in an effort to make philanthropy 
more nearly fool-proof.” 
Creates Many Small Sales 

In individual life insurance trusts the 
trust companies do not care to handle a 
trust of less than $25,000. This is not 
the case with the community trust fund. 
The average policy written so far is 
only $1,000. The reason that the trust 
companies can afford to handle business 
of this nature is because it is perma- 


nent clean business. Ordinary trust 
funds are administered over a compara- 
tively short time. Community funds 





ENTERTAINMENT PLANS | LINES BEING EXTENDED 


PROGRAM FOR LOS ANGELES 


Many Attractive Features Arranged by 
Local Life Underwriters in 


| stated, 


That City 
LOS ANGELES, CAL., Apr. 29.—The | 
entertainment committee of the Life 
Underwriters’ Association of Los An- | 


of which Charles E. 
chairman, has prepared a 


geles, 
Iravelers is 


Bent of the | 


tentative program for the entertainment | 


35th annual conven- 
tion of the Nationa! Association of Life 
Underwriters, to be held in Los An- 
gcles July 22-26, which is very attractive 
and which has been accepted by the 
convention committee. The 
scheduled are as follows: 


of delegates to the 


July 22—Golf during the day. In the 
evening, Grauman’s Egyptian theatre, 


Hollywood, has been secured and “The 
Thief of Bagdad” will be shown. 

July 23—Beach party at the seashore, 
with swimming and other stunts during 
the day, the evening to be devoted to 


group meetings. 

July 24—Banquet at night. Day left 
open. 

July 25—Symphony orchestra concert 


at Hollywood Bowl. Day left open. 

July 26—Trips to Mount Lowe, Cata- 
lina Island, and other points. Changes 
will be made in the program if it inter- 
feres with the regular business sessions. 

It is understood that the general plan 
of the convention program contemplates 
four morning sessions, the afternoons 
being left open for sight seeing, with 
the evenings devoted to special enter- 
tainment. 


Analysis of Standard’s Growth 


_An_ analysis of the growth of the 
Standard Life of St. Louis for the 12 
months ended Apr. 1, shows that there 


has been an increase of 115 percent 
in ledger assets and 125 percent in 
gross assets. A 74 percent increase in 


the number of agents actually produc- 
ing business and a 75 per cent increase 
over the business written in March, 
1923, affords equal satisfaction to the 
officers of the company. 


are to be administered to the end of 
time. No charge is made by the com- 
munity trust for distributing the funds. 
The only expense is the regular statu- 
tory charge made by the trust com- 
panies for their work. The community 


trust is supported by the trust com- 
panies that are members because, of 
course, the plan tends to build up 


permanent trust funds. If some special 
service is required of the distribution 
committee the donor can state in his 
agreement that the expenses can be 
taken from the income. For instance a 
wealthy physician in the west donated a 
large sum of money, the income from 
which is to be used in paying expenses 
of medical students. The agreement 
not only designated the use of the funds 
but also included instructions for the 
selection of the young men who would 
receive this assistance and the selection 
of the medical schools to which they 
were to be sent. This work was under- 
taken by the community trust, the ex- 
penses to be taken from the income 
from the trust fund. 

Many cases could be cited where 
changed conditions have put endowment 
funds “out of work” because of the fact 
that no provision had been made for 
their employment after the need for 
which they were supplied no longed ex- 
isted. The tendency of government to 
take a hand in charitable and educa- 
tional work is cited as one of the rea- 
sons that the community trust is needed. 
It is believed that the philanthropic 
problems of each generation can better 
be solved by the best minds of that gen- 
eration than by the dead hand of the 
past. 


| world 


features | 


| is licensed in Maryland, 








CANADIAN COMPANIES’ PLANS 


Stated That Sun Life of Montreal Will 
Enter Illinois and Push for 
Business 


The Sun Life of Montreal, Can., it is 
will shortly apply for admission 
to Illinois and will establish offices in 
Chicago and other points of the state. 

The Canadian companies are grad- 
ually extending their field in the United 
States. The Sun Life is one of the 
wide companies, operating in 
Britain, Asia Minor, China, 
Egypt, India, Burmah, Ceylon, Japan, 
Jamaica, Siam, Mexico, some of the 
South American countries, South Af- 
rica, Cuba and a number of the islands 
in the W est Indies. In this country it 
Michigan, New 
Jersey, Pennsylvania and Virginia. T. B. 
Macaulay, the president and managing 
director, is one of the most prominent 
life insurance men and citizens of his 
country. 

Great West Life Is Active 


Great 


The Great West Life of Winnipeg is 
one of the most active Canadians in this 
country and is making itself felt. It is 
licensed in Illinois, Michigan, Minne- 
sota and North Dakota. The Canada 
Life does a rather choice business in 
the United States, but it is not pushing 
hard. The Canada Life in this country 
is licensed in Alabama, California, Flor- 
ida, Illinois, Michigan, Minnesota, Ohio, 
Oregon, Pennsylvania and Washington. 


It does business in Great Britain, Ba- 
hamas, Bermuda and Newfoundland. 
The North American Life of Canada 


does a small business in this country, it 

being licensed in Illinois, Michigan, 

Pennsylvania and Washington. 
Manufacturers Life 

Life 


The Manufacturers of Canada 


which is known the world over is li- 
censed in Illinois, Michigan, Ohio, 
Pennsylvania and is thoroughly active 
in its operations. It operates in Great 
Britain, Egypt, India, South Africa, 
West Indies, the Central and South 


American countries, China, Cuba, Japan, 
Mexico and other countries. 

Canada has a number of other good 
companies, but they have not been 
eager seemingly to try the pastures on 
this side of the boundary line. 





SAVAGE IS VICE-PRESIDENT 


Former Iowa Commissioner Takes Ex- 


ecutive Position With Royal Union 
Life of Des Moines 


A. C. Savage, for four years insur- 
ance commissioner of Iowa, has been 
elected vice-president and auditor of 


the Royal Union Life. Mr. Savage has 
had a number of years of banking and 
investment experience and took the in- 
surance commissionership five years ago 
by appointment from Governor Hard- 
ing. He held the office for four years 
and became one of the prominent and 
active members of the National Conven- 
tion of Insurance Commissioners. He 
paid particular attention to life insur- 
ance and made many personal friends 
among the insurance officials and the 
companies is both the Association of 
Life Insurance Presidents and_ the 
American Life Convention. Upon re- 
tiring from this office last year, Mr. 
Savage became special representative of 
the American Service Bureau, which 
brought him in personal touch with 
home office executiyes of a majority of 
the company members of the American 
Life Convention. 





been ap- 
director 


Albert 0. Jimentia bas 
assistant medical 
Life. 


Dr. 
pointed an 
of the Metropolitan 





RAISES HEALTH RATES 


—_—_— 


PACIFIC MUTUAL’S CHANGES 


Announces Increase Averaging 10 Per- 
cent on Various Forms—All on 
Annual Premium Basis 


The Pacific Mutual Life has an- 
nounced a general revision in its com- 
mercial health insurance rates, showing 
an increase of about 10 percent on both 
new policies and renewals. In some 
cases the rates are increased more than 


10 percent, but that is the average. One 
of the policies very liberal in the past 
has been the “Superba Disability Pol- 


icy.” It has been discontinued for new 


issues and the rates on renewals of 
this form increased from $82 to $100— 


for $25 weekly indemnity. The experi- 
ence under the health end of the policy 
has been such that the company has 
found it necessary to increase the rates 
not only on new policies, but on ail re- 
newals in the commercial department. 

In addition, the company announces 
that it will not accept renewals on any 
health policies in the future on any 
basis other than annual premiums. Some 
forms have been issued heretofore on 
semi-annual and quarterly plans, but 
in the future all health policies must 
be renewed on the annual plan. The 
Pacitic Mutual is also making a particu- 
lar drive for the adoption of the two 
weeks’ elimination plan and has offered 
a special deduction of $2.50 for each 
#5 weekly indemnity for practically all 
policy forms, if this clause is attached. 
No change is made in the accident por- 
tion of the disability policies and the 
two weeks’ elimination rider does not 
afiect the accident portion. 


Loss on Commercial Business 


It is understood that the Pacific Mu- 
tual has lost quite heavily on its com- 
mercial business, particularly on the 
risks which were supposed to be of the 
preferred class. One of the officials of 
the company stated recently that he 
would rather lose all of its commercial 
business than to continue to write it at 
the old rate. It is understood that the 
Pacific Mutual has shown a very satis- 
factory profit, on both its monthly pay- 
ment business and its noncancellable 
policies, which it is pushing especially 
hard. About 70 percent of its non- 
cancellable business is now on the 90-day 
elimination form. If the new rates 
should cause any decrease in the volume 
of business written in the company’s 
commercial business, it is expected that 
the loss will be very largely made up 
by increased business in the other de- 
partments, the so called higher class 
commercial riks being taken care of 
through the noncancellable and those 
which might logically be cared for with 
monthly premium policies being trans- 
ferred to that class. 


Shows a Fine Increase 


The Bankers Lite of Des Moines con- 
tinues the record of moving up a notch 
every year. Ever since 1918 the new 
business has shown a substantial gain 
each year. The record of the first four 
months of this year indicate that the 
increase will be bigger than for several 


previous years. The total of new ex- 
amined business for the year to Apr 
21 was $43,000,000 as compared with 


$39,000,000 for the corresponding period 
of 1923. 


Will Move to New Quarters 


New and larger offices for the Bank- 
ers Life of Des Moines are now being 
completed in the new Liberty Building 
of that city. The Bankers Life Com- 
pany moved to its present offices in the 
Valley National Bank building in 1918 
and has shown a growth in new busi- 
ness production every year since then. 
The steady growth has made the new 
and larger home office headquarters im- 


{ perative. 
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FIDELITY & CASUALTY 
TAKES BULL BY HORNS 


Will Take Life Indemnity Out 
of All the Old Disability 
Contracts 





LOSS RATIO STILL HEAVY 





Finds That the Health End of the Pol- 
icy Has Been Cause of Many 
Claims 


NE WYORK, Apr. 29.—The Fidelity 
& Casualty, formerly one of the leaders 
in the life indemnity movement in acci- 
dent and health insurance, will after May 
1 cut the life indemnity feature out of 
all its health policies in force, without 
any reduction in premium. The step 
will be taken with each contract on its 
renewal. The company discontinued 
writing the life indemnity contracts in 
1922 so this change is merely to bring 
the old business into line with the new. 

On its policies containing a progres- 
sive increasing clause applicable to 
health insurance, even a more marked 
modification will be enforced after May 
1. In addition to the elimination of the 
life indemnity illness benefit, coverage 
for the first 10 days of any period of 
illness will be eliminated. If the policies 
already contain a waiting period pro- 
vision, it will be increased by 10 days, 
The present premium charge will be 
continued, 

Startling Figures Presented 


In making this announcement, Vice- 
President C. V. Everitt publishes some 
startling figures taken from the annual 
statements of various leaders among 
multiple line companies. The figures 
given show the 1923 health ratios 
on an earned premium and incurred 
loss basis, including claim expenses 
which is the only real basis of compar- 
ison: 


loss 


Incurred 


Earned Incurred Loss 
Company Premiums Losses Ratio 
Fidel. & Cas..$ 1,512,316 5 
Aetna Life... 1,681,594 
Commerl. Cas. A 
Contintl. Cas. 


Employ. Liab. 
Globe Indem.. 
Hartfd. A. & I. 
Indem. Ins. Co. 





Standard Ac.. 
Southn. Sur. 
Travelers 
0. & Cea. 


U. S. F. & G. 





Total, All 
Companies. .$14,676,820 $9,752,017 66.44 


Result Not Accomplished 

Mr. Everitt says: “In 1922 we found 
it necessary to discontinue the writing 
of any policy containing the life in- 
demnity benefit applicable to health in- 
surance, but that applied only to new 
business. With the aid of increased vol- 
ume under the new forms, it was 
thought that our combined experience 
under the new and old forms would 
slowly reduce the underwriting loss and 
would eventually give us some profit. 
The results prove that we have not ac- 
complished the purpose desired. In- 
stead of diminishing the cost of the life 


indemnity benefit has steadily  in- 
creased. 

Large Reserves Necessary 
“The continuously increasing losses 


necessitated tremendous loss reserves 
and those reserves will have to be still 
further increased to provide for the ul- 
timate payments of the large number of 
outstanding life indemnity health claims 
In addition we must provide for the tre 





LIFE 


URGES CONSERVATION 


AIDED BY NEW POLICY SALES 


Jerome Clark of Union Central Tells 
Agents of Value of Circularization 
Work 


The value of circularization of both 
prospects and policyholders was told in 
a speech by Jerome Clark before the 
annual agency meeting of the Union 
Central Life at the honie office in Cin- 
cinnati this week. Mr. Clark told of 
the work of the service bureau of the 
company in assisting agents through- 
out the field to locate prospects and 
drive the insurance proposition home 
to them. He spoke particularly of the 
value of an educational program among 
policyholders, pointing out that a tre- 
mendous volume of business is available 
from this source, if properly developed. 

Public More Receptive 

Mr. Clark said he felt safe in stating 

that the public is more interested in life 


insurance than at any time heretofore 
Life insurance agents have been getting 


free advertising from the banks and 
trust companies, from magazine and 
newspaper articles, the proposed soldier 
bonus and many other sources, all of 
which is good advertising. The insur- 
ance agent is beginning to cash in on 
his many years ot hard work. 

Mr. Clark said that this idea of the 


public being interested in life insurance 
is not an opinion, but a fact, which is 
borne out by the experience of the ser- 
vice bureau. He asked if the agents 
were individually getting their 
this policyholder interest in life insur- 
ance He stated that from both the 
agent’s and company’s standpoint, in- 
creasing a policyholder’s insurance may 


share ot 


} ? 


bearing on its 


have an important con 
servation. The best way to satisfy the 
policyholder with his existing policies 
is to sell him additional insurance. He 


is easier to write. The missionary work 
is done: the ground work laid; the pro- 
gram in course of completion; conf- 
dence in the company and agent is se 
cured 

Affects Lapse Ratio 


examination 


Mr. Clark said that an 
of terminations shows that almost as 
much business goes off the books at 
the end of the first year alone as the 
total of all surrenders of policies in 
older years put together The reason 
for this is that the agent has not yet 
sold the idea. He has to sell the idea 
so thoroughly that his arguments, his 


solution of his prospect's lite program, 


are carried along year after vear with 
only occasional further support. It is 
Mr. Clark’s opinion, however, that true 


service is not being rendered unless the 
educa 


throughout at least 


tional program is maintained 
the 


first policy year 


the result being a certain renewal of the 
policy and possibly the writing of much 
additional business Mr. Clark stated 
the position of the company’s service 
bureau, relative to the field forces, 1s 


somewhat as follows: Sell the policy- 
holders their old policies by selling 
them new ones, that’s vour part; keep 
alive the importance of their policies 


education and propaganda, 
part. 


through 
that’s our 


mendous heavy expense incurred in 
handling life indemnity claims. It seems 
hardly necessary to say that these steps 
were not taken until after we had 
studied the situation from every possible 
viewpoint, and with the thought upper- 
most in our mind that if we were to 
continue in the business of writing 
health insurance, and at the same time 
render proper service to policyholders, 
it was imperative that immediate action 
be taken.” 
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SALES RECORD IS SET 


MARCH WAS GREATEST MONTH 





Life Insurance Sales Research Bureau 
Reports Ordinary Business In- 
crease of 13 Percent 


NEW YORK, Apr. 29.—The hesita- 
tion and irregularity which prevails in 
so many lines of business finds little 
reflection in the sales of ordinary life 
insurance, which were higher in March 
than ever before in any month. Ac- 
cording to figures just published by the 
Life Insurance Sales Research Bureau, 
March sales by companies which had 
in torce over 88 percent of the legal re- 


serve ordinary business on Jan. 1, 1923 
were $667,577,000. This is 7 percent 
higher than the sales in May 1923, the 
previous record month, It is 22 per- 


cent over February of this year and 13 


percent over March of last year. The 
total sales for the first quarter of the 
year were $1,752,699,000; an increase 
of 13 percent and 35 percent over the 
same period in 1923 and 1922 respec 
tively 


Increase Was General 


Ot the nine geographical sections into 


which the country is divided, all but 
one, the east south central, show in 
creases over March ot last year ranging 


irom 2 percent for the west north cen 
ral to 22 percent for the Middle At 
lantic. While the east south central re 

port is 7 percent below that of March 
1923 it 18 an increase of 32 percent over 
January sales, 30 percent over February 
sales Except for the east south cen 
tral sections, total sales in each section 
for the three months of this vear as 
compared with similar periods of 192 


1922 and 1921 increased, the Middle At 


lantic leading 
In 12 states the 


sales for March were 


below those of last vear, but in each of 
these same states the March sales were 
well ahead of February sales 

Sales for the 12 months ending Mar 
31 were $6,798,228,000 as compared to 
$5,754,584,000 for the 12 months ending 
Mar 1923, an increase of 18 percent 

March sales in Chicago, Cleveland, 
Detroit New York and Philadelphia 
were higher this vear than last, Detroit 
leading with 29 percent increase Bos 
ton sales showed a decrease as com 
pared with March of last vear Com 
paring sales for the first three months 
of this vear with sales in the same per 
iod last vear, Boston is the only one of 
the six cities that shows a decrease 


Canadian Sales Increase 


Over $1.100.000 of ordinary life 


surance each dav was the average 
mount sold in Canada in March, ac 
cording to figures of the Research Bur 
eau Companies which had in force 
over 83 percent of the legal reserve 
business as of Jan. 1, 1923, reported ar 

tual volume of sales of $34.388.000 as 
compared to $28,142,000 in March, 1923 
b- rease ot 2° percent Sales for the 
first quarter of this vear were $95,765 
000 as compared to $81,659,000, an in 
crease of 17 percent Sales for the 12 
months endi Mar 1 1924, were 
$379.953,000 as compared to $341,737,000 
for the 12 months ending Mar s1, 1923 


an increase of 11 percent 


( mparing March 1924 sales witl 
those of March, 1923, in the provinces, 
all but two showed increases ranging 
from 14 percent for New Brunswick to 
76 nercent tor the Prince Edward Is 
land Nova Scotia and Newfoundland 
showed decre ises 

The cities of Hamilton, Montreal, Ot 
tawa, Quebs Toronto, Vancouver and 
Winnipeg all show increases for March 
sales this vear as compared to those of 
March, 1923 Montreal reports the 
greatest gain, 51 percent All these 
cities show increases for the three 


1924 as 
190° 


months of 


compared to the 
three months ot Hamilton showing 
th 


; 
le largest 








SOME FEMALE RISKS 
DEEMED DESIRABLE 





Actuary Flanigan of the Bankers 
Life of lowa Comments on 
the Class 


MORTALITY RECORD 


GOOD 


Employed Women Are Considered Just 
as Desirable Risks for a Com- 
pany as the Men 


Actuary J. E. Flanigan of the Bankers 
Des Moines in going over the 
business of the that in 


1922 it issued about $6,500,000 paid for 


Life of 


company finds 


business on women or 5.4 percent of the 


total paid for business for the year 
Speaking further as to women’s risks 
he says 

“Women in recent years have been 


taking an increasing part in the econom- 


ical development of this country. The 
participation in business and industry 
upon the part of females, while increas- 


ing steadily from vear to year, was given 
a tremendous impetus during the world 
war The today in a 


much more independent position than at 


single woman 1s 


any time in her history rhe remunera- 
tion for women js much higher at 
present than five to ten years ago 


Mortality Is Favorable 


“The writer estimates that there are 
3,000,000 white women of insurable age 
in preferred occupations in the United 
States at this time It has been found 
from experience that the mortality upon 
women as a class who were insured 
while single has actually been lower 
than upon male insured lives, even 
though many of them married after 


taking insurance The experience of the 
Bankers Life has also demonstrated that 
the lapse rate is lower upon the business 


which we have issued to female risks 
than upon the business issued to male 
risks, 


Mortality on Housewives 





The mortality on the other hand upon 
housewives, that is, upon female risks 
insured marriage, is quite a bit 
heavier upon insured male lives 
rhis result is not so much due to the 
fact that married women are poorer 
isks than single women but due to the 
fact that there 1s more selection against 
the company in procurement of life in 
surances This selection may be either 
upon the part of the applicant or her 
hushand or grown children While the 
Bankers Life issues business upon 
housewives we do not look upon this 
type of business with high favor for the 
foregoing reason 

Many Prospects Seen 

We willing to have our salesmen 
and, in fact, wish to urge them to can 
Vass i surance freely among single 


n livelihood in 
Among such 
the fol 


wome! ( ig 
desirabk 


cupations may be mentioned 


lowing: School teachers, stenographers, 
professions that are not hazardous, 
clerks, where the surrounding environ- 


ment is good: those in a retail or mer- 
| 


not employed in 


business 


us hospitals 


nurses, 


Can Sell Endowments 


form of 


“We believe that while some 
life policy is in the great bulk of cases 
the most desirable for male risks a very 
large proportion of endowment policies 


can be sold to female risks. They are 
usually in a position to pay the premi 
ums and the saving or thrift feature of 
the policy to a single 
woman 


appeals strongly 











This is No. 3 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 

















Michigan Mutual Life Building 


Strength 


The strength of The Michigan Mutual is a factor of impor- 
tance to which agents point with pride. Not that The Michi- 
gan Mutual displays the largest financial statement, but that 


the company is amply grounded upon a firm financial foun- 


dation. 


The home office likewise points to its agency force as an in- 
portant part in Michigan Mutual strength. Through active 
cooperation the home office and field force are closely 
cemented into an organization of undoubted strength. 


In many communities there is opportunity for you also to 
become a member of this cooperative body of satisfied pro- 


ducers. 


Michigan Mutual Life Ins. Co. 


J. JI. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 














The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 

















GROUP DECISION MAD 





IS POINTED OUT 


LIABILITY 


Court of Appeals in St. Louis Hands 
Down a Decision in Case of the 
Simmons Company 


The Missouri court of appeals, re- 
versing the finding of the lower court, 
has rendered a decision on the liability 
in group insurance. The Simmons 
Hardware Company of St. Louis took 
out group insurance for its employes, 
but asked no premium from them. Each 
employe was given a certificate stating 
the amount of insurance on his life, and 
informing him that it would terminate 
when he left the employ of the com- 
pany. It also suggested that the em- 
ploye name a beneficiary. 

One of the employes died after an ill- 
ness of four months. His widow, who 
was named beneficiary, brought suit 
against the employer and the insurance 
company. It was decided by the trial 
judge that the employer was_ liable, 
whereupon the plaintiff dismissed the 
suit against the insurance company, and 
obtained judgment against the em- 
ployer. 

The court of appeals, in passing judg- 
ment, approved the following statement 
with regard to liability and the right of 
recovery in group policies of this char- 
acter: 

“If a group policy is taken out by 
an employer for the benefit of his em- 
ployes, the representative of the de- 
ceased employe may recover on the pol- 
icy, and the employer is not liable.” 





How Points of Service 


Will Be Worked Out 
By American Bankers 


STUART MACDONALD, mana- 
J ger of the new service department 
* of the American Bankers Life of 
Chicago, asked to describe the work he 
was undertaking, said that it was educa- 
tional. “Education of the agent first in 
the principles we are anxious to apply to 
the business of life insurance and next, 
an education of the public about the 
part life insurance takes in making bet- 
ter citizens. The thrifty man is the re- 
spected man, the man of standing, the 
man distinguished from the ordinary 
run of mén. We shall endeavor to tact- 
fully make every man, with whom our 
agents come into contact, have an in- 
creased respect for the man who saves. 
Many men, if it is properly put to them, 
will make a direct application of these 
principles to their own cases. 
Will Outline Budget System 


“Part of our plan is to show men how 
their households may be managed as a 
business should be managed, with 
proper relations between income and ex- 
pense and this may be accomplished 
by a proper budget system. With life 
insurance posted under ‘savings,’ and 
with a method of monthly premiums 
deposited in a bank, we expect to ac- 
complish a great many things that are 
not easy when a life insurance prop- 
osition, nothing else, is submitted. There 
are some new features already in our 
plans, which are not yet finally com- 
pleted, which I believe will make a 
strong appeal to agents and then to the 
public, ‘Service’ is a much abused word 
these days, but there is great merit, 
nevertheless, in anything that really de- 
serves that name and that is what we 
hope may be said for our plans. 

“Old school life insurance men who 
grasp the idea of our plans say that 
they are good but the majority of such 
men being trained along other lines 
they may not reasonably be exnected to 
change their selling methods. For this 
reason, we shall, in the main, seek out, 
train and educate new men in the busi- 
ness and expect the best results from 
agents of this sort.” 
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GATHERING AT GREENSBORO 


Program Is Announced for the Semi- 
Annual Meeting of the Organi- 
zation of Attorneys 


The semi-annual meeting of the Asso- 
latic of Life Insurance Counsel will 
be held at the Hotel O. Henry, in 
Gree nsboro, N. a. May 6-7. A. i 
Brooks of the Jefferson Standard Life 
is making arrangements for all who ex- 
pect to attend. The following papers 
will be read: Clyde FP. Johnson, counsel 
Western & Southern Life, “The Un- 
reasonable Inflexibility of Law Govern- 
ing Transactions with Minors;” Phineas 
M. Henry, Counsel Equitable Life of 
Iowa, “Insurance on Lives of Infants;” 
William Marshall Bullitt, honorary 
member, Louisville, Kyv., “The Supreme 
Court of the United States and Uncon- 
stitutional Legislation.” 

Other papers, the subjects of which 
have not yet been announced, will be 
read by M. V. Jenness, secretary North- 
western National Life: Andrew E. Tuck, 
assistant secretary Equitable Life of 
New York: Lawrence A. Olwell, gen- 
eral counsel Old Line Life of Milwau- 


kee. 





PLAN CHATTANOOGA SCHOOL 


Dr. Charles J. Rockwell Will Direct the 
45-Day Session For Which 100 
Will Register 


CHATTANOOGA, TENN., Apr. 29 
—Beginning June 9 and continuing for 
45 school days, the division of life insur- 
ance salesmanship of the University of 
Pittsburgh, formerly of Carnegie Insti- 
tute, will conduct a school at Chatta- 
nooga under the direction of Dr. Charles 
J. Rockwell, prominent sales expert and 
inspirational writer. The school will be 
conducted under the auspices of the 
Chattanooga Association of Life Under- 
writers. 

Expect Big Registration 


One hundred students from all over 
the south are expected to attend the 
sessions. Arrangements have been made 
for holding the school at the University 
of Chattanooga, which is situated in a 
pleasant part of the city, surrounded by 
a cool, green campus. In case the 
weather should be unusually hot the 
school could be transferred to Signal 
Mountain, but that is a detail which will 
be worked out later. 

J. E. Smartt, local agent of the Mu- 
tual Benefit, is chairman of the under- 
writers committee having charge of 
the event. Bruce I. Crabtree of the 
Provident Life & Accident, and Tohn E. 
Gilbreath, representing the Reliance 
Life, form the publicity committee, and 
are answering questions with regard to 
the school. 

In addition to heading the school, Dr. 
Rockwell will be instructor in the prin- 
ciples of salesmanship, and will be sur- 
rounded by a faculty embracing com- 
manding experts in their respective 
lines. 

The Pittsburgh school is the official 
school of the Association of Life 
Agency Officers and of the National As- 
sociation of Life Underwriters. 


American National Leaders 


J. C. Crooks of Marietta, O., led the 
American National agents in March 
with $87,500, but as some of his busi- 
ness did not reach the home office un- 
til after Mar. 29, when the “Timmy 
Jones” contest closed, he ranked sec- 
ond to C. L. Carleton of Knoxville. 
Tenn., who produced $85,000 during the 
contest period. Carleton is the leadine 
producer for 1924 with Crooks second 
and R. A. Hoffmann of St. Louis third 
Mr. Carleton was the first man to qual- 
ify for the $100,000 Club 
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Wonderful Opportunity 
| for Agents 
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Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
ing in the years to come. Unfortunately, fate sometimes steps 
in here, and the untimely death of a parent often shatters the i} 
best laid plans for the child’s future. Haven’t you often heard i | 
the statement: “I should certainly have gone to college if my 
father had lived.” 


© teeny 





se eecees sanees 


Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education 














New Home Office Building or a start in business to an ABSOLUTE CERTAINTY. 
720 N. Michigan Ave. 
Chicago The parent can take one of these policies on the child's life, the 


policy to mature when the child is ready to enter college or | 

technical school, using to pay the annual premium the sum t 

" * which would ordinarily be laid aside as a sinking fund for the | 

Agency Openings in child’s education. The policies can be written for a small addi- 





Illinois tional premium, whereby should the death of the parent occur 
“ prior to the maturity of the Endowment, the Company will 
Minnesota waive the payment of future premiums, mature the policy, and 
Kansas pay the proceeds to the child just the same as though the premi- 
Iowa ums had been duly paid. 
| — pumas This proposition is live, it is easy to sell, and will greatly en- 
. . hance the already valued good will of the Central Life. Many 
| Missouri a parent will thank the Central Life agent in the years to come 
| re for this protection afforded their little ones. 
ichigan 


The Central Life Insurance Company of Illinois 


720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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DANGER IN HOME BREW 


—_———_— 


PROBLEM FOR MEDICAL MEN 


Question of Whether or Not “Moderate 
Drinker” Is Good Risk Depends 
on What He Drinks 


MILWAUKEE, WIS., Apr. 29.— 
Present statistics available as to the 
influence of prohibition on life insur- 
ance ‘are faulty and should not be ac- 
cepted as definite authority for any 
opinion accepted by broad-minded in- 
surance men, according to Dr. John W. 
Fisher, medical director of the North- 
western Mutual Life. Persons who are 
prone to jump to conclusions are only 
too willing to take mortality figures and 
similar statistics and use them as a 
basis for broadcasting superficial sum- 
maries, without taking into consideration 
that there are myriads of other influ- 
ences entering into the matter, and that 
as a matter of fact, prohibition may or 
may not be responsible for existing con- 
ditions, according to Dr. Fisher. 

While data on the policyholders in 
general is not available and any efforts 
to collect it are at the present time a 
waste of time, Dr. Fisher has found 
that his department has much greater 
difficulty than before prohibition in as- 
certaining the drinking habits of appli- 
cants. The chief source of trouble lies 
in the fact that the chief source of sup- 
ply of drinkers can not be ascertained, 
and that consequently the only evidence 
available is that which he voluntarily 
gives, or which is gathered from the 
hearsay of neighbors. 


Facts Hard to Ascertain 


A further difficulty 
riving at the kind of 
ages in which a man indulges. Dr. 
Fisher draws a distinct difference be- 
tween drinking purely-made liquor and 
imbibing the concoctions of the wash 
boiler, with its atrocious ingredients. 
While an occasional user of alcoholic 
beverages of sanitary manufacture is 
not considered a particularly hazardous 
risk, his health is in great danger if he 
takes to drinking poisonous moonshine 


is incurred in ar- 
alcoholic bever- 


or sloppy home-brew, even occasion- 
ally. The difficulty for the examiners 
comes in in ascertaining what kind of 


drink the man indulges in. 

It is pointed out that if the applicant 
recognized the dangers of these bever- 
ages he would in most cases abstain 
from drinking them. Consequently, in 
reporting his drinking habits he will, 
with all respect for what he considers 
the truth, deny ever touching anything 
but pure beverages. The difficulty con- 
ey the insurance medical men can 
readily be appreciated. With practically 
nothing but the man’s own word to go 
on, they may be misled either by a 
deliberate lie on his part, or by his lack 
of knowledge as to just what he really 
is taking into his system. If a man 
admits drinking occasionally, it remains 
an open question as to whether he oc- 
casionally drinks something compara- 





tively harmless, or whether he occa- 
sionally swallows a poorly disguised 
poison. In other words, there is little 
to go by in classifying a moderate 
drinker. He may be safe, and he may 
be a tremendous risk. 
Decision Will Stand 
When the company has received the 


first premium, to apply from the date of 


the application, fair dealing requires 
that the company act upon the applica- 
tion within a reasonable time. Other- 
wise, it will be permitted to hold the 
applicant’s money, with no return for 
such time as it saw fit. Where the com- 
pany fails to consider the application 


within 20 days and to issue and deliver 
the policy it may be sued for negligence 
in failing to act promptly. DeFord vs 


N. Y. Life. Colorado Supreme Court. 
Announced March 3, rehearing denied 
April 7. 











LIFE INSURANCE BY STATES 











Business issued in 1923 and amount in force December 31, 1923, in various commonwealths 
































MINNESOTA 

l } 
Issued In Force 

BARRE 2. ccceceecee - - $5,486,858 $20,868,648 

ROBOT ccccccccccces 121,000 309,700 

Agricultural ........ «sess. 22,162 

Amer. Central, Ind. 217,500 

American, Mich...... 205,24 

Am, National, Me.... 10,000 

RIES: 6.00 ctcevcses 270,208 

Bankers, Iowa ...... 2,228,375 

PEOUUINEEEO ceoscececee 499,623 

Bus. Men's Assur.... 14,500 

COMBE ccccccccccccs 212,927 

Cedar Rapids 94,000 

Central, Ia. 1,847,039 

COMSIGE, Bele eccecace 856,445 

Central States, Mo... 107,000 

Columbia, Neb....... 6,500 

Conn, General ...... 1,349,793 

Conn. Mutual....... 1,839,930 

Continental Ass'ce... 391,000 1, ’ 

OO 1,022,250 5,517,318 

Des Moines L.&A., Ia. 36,883 204,883 

DEG. ihe Mecaneeeec 20,225,497 74,465,533 

E quitable, lowa 1,859,675 17,471,648 

Equity, Montana.... 37,000 372,000 

WeGeres, Fil, cccccces 629,250 693,424 

Fidelity Mut., Pa.... 555,519 5,798,598 

First National, S. D. 362,500 722,500 


301,850 
187,500 
63,000 539,853 
2,805,539 5,267,849 


POOR, BE. cccnces 
Gr. Northern, Wis... 
Gr. Northern, N. D.. 
Great West, os 
Guardian, N. Y...... 
Home, N. Y 


900,100 


14,249,494 





Indianapolis 345,514 
International 695,173 
John Hancock 3. 18, 121,570 
Kansas City ... 563, "680 50,6 
Lincoln National. ry 483,915 

Mass. Mutual ....... 4,508,666 

Medical ..c.cccceces 368,700 
Merchants, Iowa.... 252,700 


Metropolitan ....... 9,517,709 





Midland, Minn, ..... 863,121 
Minn. Mutual ....... 4,881,637 
Missouri State ..... 2,891,033 
MOGOFM ccccccccecee 5,160,500 
PEOMEARG. 2ccccconecce 221,270 
Mutual Benefit ..... 3,777,639 
Mutual, BM. F.ccccccs 9,898,010 
Mutual Trust, Ill 2,572,183 
Nat'l. Fid.. Mo...... 319,440 
National Guard . 377,000 
National, a’ eaeaces 1,017,525 

Nat'l. U. A wTrTT TT 1,206,279 

Nat'l Rese rve- ..snne 6 500 


How a General Agent 
Does His Agency Work 
And Solicits as Well 


W. WILLIAMSON, Chicago 

e manager of the Phoenix Mutual 
Life, is one of the leading personal pro- 
ducers of the company and has, in addi- 
tion, a fine and constantly growing 
force of producing agents. As this com- 
bination of personal producer and suc- 
cessful manager is not a common one, 
though there are quite a few instances 


of it, Mr. Williamson was asked, “How 
come?” He said in reply: “I do it by 
a strict conservation of my time. I am 


not, to my knowledge, wasting any time 
whatever. 1 have certain hours for of- 
fice work and certain hours for my per- 
work. I asked when 


sonal you you 
came in, to ‘make it snappy’ and I ask 
every one to treat me with the same 


consideration, 
Tell Their Experience 


this way the splendid education 
work | have a valuable ally in 
Glockzin, my assistant manager. 
Glockzin has all of the younger 
conference each morning for 
Each man is asked, before 
all the others, to detail his experiences 
of the day before. He will recite, per- 
haps, some objection made to him by a 
prospect. Before he tells of his reply, 
Mr. Glockzin will ask one of the others 
what he would have said to the objec- 
tion and then perhaps asks others the 
same question. Then he asks what re- 
ply the man reciting the case made. 


“In 
zation 
H. J. 
Mr. 
agents in 
50 minutes 


Rounding Out the Men 


“In this way the splendid education 
which all Phoenix Mutual men have 
before commencing work with us, has a 





Issued In Force 

New England ...... 2,269,472 17,352,353 
ee SE nerancee 1,569,050 4,271,515 
a 13,499,534 78,855,755 
N. A., a? Senceoees 7,500 751,560 
North Amer., ae 246,540 2,302,918 
Nor. States, ‘Minn 1,521,500 3,776,519 
. W. Mutual ..... 13,668,400 114,979,021 
% 2 ear 7,729,590 41,521,800 
Old Colony, Ill..... 914,716 4,147,778 
Old Line, Wis....... 390,632 905,326 
SL sen n6.64:6 6040: 603,450 626,450 
Pacitie Mut. ...<cc- 1,250,000 9,418,382 
Pan-American 230,410 150,525 
Ph i, srecene ss 4,634,811 26,876,648 
Philadelphia ....... 570,664 2,308,070 
Phoenix Mut. ...... 1,345,556 11,171,741 
Preferred Risk ..... 2,000 385,700 
Provident Mut. .... 2,914,588 19,117,990 
Provident, N. D..... 172,500 465,506 
POGUES se<cacicce 9,635,415 47,544,503 
Reinsurance of Am. 293,058 618,373 
Reliance, Pa. ...... 1,714,490 6,368,823 
Reserve Loan ...... 1,117,663 3,659,010 
OOGTes, TO. werccees 219,500 1,640,279 
Security Mut., Neb..  ...... 71,378 
Security Mut., N. Y. 1,940,000 12,464,379 
State Mutual, Mass. 2,482,783 8,969,766 
Southland, Tex. 152,819 184,316 
Travelers Eqt. ..... 1,164,000 2,763,300 
EEE. ,ceccwenae 5, 312,213 24,439,661 
Union Cent. 3,686,040 20,265,344 


Western Union ..... 407,310 665,810 
PE <0 vaas0e< 261,500 431,100 
Wisconsin Nat’l..... 503,778 725,969 
Great Western ..... 38,000 38,000 


1,028,250 4,380,084 
87,283,688 


toy. Union Mut.... 





Totals 986,925,927 





A. 


Industrial Business 


Duluth Liab. Ass'n..$ 212,855 $ 281,250 
John Hancock ..... 1,718,474 1,135,071 
Friendly Serv., Minn. 112,490 610,165 
PUUMOOMCIRE ccccccccs 9,477,725 49,840,992 
Metropolitan ....... 7,382,827 26,983,056 





78,850,534 





Group Insurance 
 . cvonescasecee $3,878,000 $6,219,8 
Equitable, N. Y..... 581,256 7 1,9 


Minn, Mutual ...... se daa ie 966.5 
. 4 . ae 2,653,688 12,683, 986 
Sh, GE Eecsnecene 268,000 


1,649,250 
4,885,627 
269,040 
14,698,541 


Prudential 
Metropolitan 
Missouri State 
po, ae 








. $20, 677,742, $49, 170,821 


Totals 


supplementary post graduate course an- 
nex which is rounding out their expe- 


rience better every day. Monday morn- 
ing all of our men have the usual 
agency meeting and each Thursday 


salesmanship class. I 
out the policy of my 
in respect to the de- 
has that when a 


night there is a 
am trying to carry 
company exactly, 
sire the home office 
Phoenix Mutual man appears on the 
scene, the prospect will know that a 
well posted, intelligent and trained life 
insurance man is there.” 


Report on Panama Business 


The annual report of insurance busi- 
ness transacted in the Panama Canal 
zone during 1923 shows total life insur- 
ance in force of $1,570,659 at the close 
of the year, a decrease from the amount 
in force a year ago, which was $1,633,- 
891. New business written during 1923 
was $74,662 and total lapses during the 
year were $137,894. There are three life 
companies authorized to transact busi- 
ness in the zone, the Home Life of New 
York, Manufacturers Life of Canada 
and the Pan-American Life of New Or- 


leans. The Manufacturers, however, 
transacted no new business during the 
vear. The Home paid for $39,662 in new 


business and the Pan-American $35,000. 


Equitable of Iowa Moving 


The Equitable Life of Iowa will move 


into its new 18-story structure this 
week. It will occupy the three top 
floors, with its printing plant in the 
basement. Three shifts of ———s 
will be utilized in the work of moving. 
There are hundreds of ote cabinets, 
one file containing 3,000,000 cards. 
There are 300 desks, to say nothing of 
batteries of typewriters, adding ma- 


chines and all manner of miscellaneous 





equipment. 


FUTURE WITH CHINESE 
ASIA LIFE PRESIDENT’S VIEW 


Says That Mistake Was Made in Put- 
ting Out Only the Endowment 
Policy to Natives 


C. V. Star, president of the Asia Life, 
of Shanghai, China, is very optimistic 
over the future of life insurance in 
China. Heretofore it has been believed 
that the Chinese could not be educated 
to life insurance, because it was thought 
that they were too selfish to provide for 
their families after death. Consequently 
the only attempt to sell life insurance 
has been with endowment forms, with 
the stress laid upon the investment fea- 
ture. The result is that the Chinese 
conceive of life insurance only as an 
investment. 

New Appeal to the Chinese 


with the idea 
as solicitous of 


The Asia Life began 
that the Chinese are just 
the welfare of their families as any 
other people, and that if life insurance 
could be presented to them as insurance, 
and not as an investment, it might be- 
come as popular there as in other coun- 


tries. Following this plan, the Asia 
Life selected the form of policy that 
gives the most protection, with the least 


of the investment element involved, the 
whole life form. <A great educational 
campaign was then undertaken through 
advertising, lectures, schools, university 
and correspondence courses, and prac- 
tically every other means of advertising. 
It was a tremendous task, for the Chin- 
ese had no notion of life insurance as 
home protection, and endeavoring to 
sell it as anything but a selfish invest- 
ment was going contrary to all theories 
of Chinese psychology. 
Plan Met With Success 


Mr. Star, however, says that the com- 
pany’s plan has met with ample success 
to justify its belief. As fast as the 
Chinese have grasped the real idea of 
life insurance, they have become ready 
prospects. During the past year the 
Asia Life wrote a total of $5,000,000 in 
new business, 85 percent of which was 
Chinese, and more than half of which 
comes from widely scattered interior 
points. The average policy amounts to 
approximately $2,000, and the majority 
of the business is straight life. 

Expects Other Companies to Enter 


Mr. Star expects many other com- 
panies to come into China now that the 
possibilities of this vast field have been 


demonstrated. The Asia Life will wel- 
come them, because competition that 
helps to reach these millions of pros- 
pects with a correct exposition of life 
insurance will mean increased business 
for all concerned. The Chinese them- 
selves are becoming interested in the 


possibilities of life insurance as a means 
of accumulating vast financial resources 
ior development in China, The Asia 
Life is more than willing to hasten the 
day when Chinese business men may 
master the technicalities of life insur- 
ance sufficiently to organize their own 
companies, and to hold executive po- 
sitions in companies under foreign ad- 
ministration, 


Central Life Sets Goal 


President A. C. Miller of the Central 
Life of Des Moines says the company 
will write not less than $36,000,000 this 
year unless the bottom falls out of 
business generally. “I am very proud 
of the fact that our renewal record is 
as good as it is these days,” he said. 
“Over 80 percent of the business writ- 
ten in the first quarter of 1923 renewed 
in 1924. The Central Life made $158,000 
additional surplus the first quarter of 
this year as against $100,000 for the 
similar period last vear. Our business 
in force Jan. 1 was $126,732,401 and it 
is now $130,000. Conditions in 1924 so 
far have been very satisfactory indeed.” 
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RECORD OF PART TIME FORCE 


Superintendent of Agents A. O. Hughes 
of the Farmers National Life Gives 
Some Observations 


A. O. Hughes, agency director of the 
Farmers National Life of Chicago, was 
talking about the old question of part 
timers the other day and brought up a 
feature about business thus produced 
which is not always taken into consid- 
eration: “I do not know what expe- 
rience other companies have had in re- 
spect to lapses of business written by 
part time agents but our own experience 
shows something interesting. Our rec- 
ords show that the small producer of 
the part time kind, writes a business that 
averages only a 10 percent lapse ratio. 
While there is, roughly speaking, a 25 
percent lapse ratio on all of our busi- 
ness written by full time men, the part 
timer renews from 90 percent upward 
of his business. We are keeping rec- 
ords of lapses by classes of agents. 
There are four classes. The man who 
produces less than $50,000, the agent 
who writes from $50,000 to $100,000; the 
one who writes from $100,000 to $150,000 
and those who write over $150,000 an- 
nually. And curiously enough the ratio 
of lapses seems to increase in accord 
with the higher volume of business. 

Durham Has Fine Record 


“In an effort to lessen this wastage, 
we are offering cash ‘persistency’ prizes 
to our men varying in amount in the 
classes named, and hope to accomplish 
a lowered ratio. One of our part time 
agents is Charley Durham, an Indiana 
bank man who has a record of which he 
may be proud. No less than 100 per- 
cent of his business renewed last year. 
The explanation seems to be that he did 





not oversell his prospect. He failed to 
urge a $5,000 policy where his judgment 
told him a $2,000 contract was 
prospect could pay for. He did not ex- 
hibit that over enthusiasm which 
often reacts when the prospect cools 


off. 


so 


Experience of Two Ohio Men 


“A couple of Ohio representatives re- 
cently attracted our very favorable at- 
tention by renewing 100 percent of their 
business written in one month a year 
ago. One of these, C. 
Grove City, is an American and writes 
only men of his nationality. The other, 
George Batrin, is an alien and writes 
mainly Bohemians of the better class 
but does a large business generally with 
foreigners. And he does it in a way 
that enabled him to share the honors 
for the month with Mr. Milligan. There 
may be many things about the part time 
agent that other managers may not care 
for but in our own experience we think 
his ability to produce business that re- 
news is something worth considering.” 


June Made “President’s Month” 


The Standard Life of St. Louis has 
designated June as “President's Month” 
in honor of President Paisley and has 
set $3,000,000 as the proper testimonial 
to expect from its agents during that 
per‘od. This will give Arkansas, Texas, 
Alabama, Colorado and Michigan— 
states that recently entered the Standard 
fold—an opportunity to demonstrate 


their ability to get business. May will 
be known as “Corn Month” for the 
Standard agency forces. 


Hold Meetings in Tropics 


Crawford H. Ellis, president, and Dr. | 
E. G. Simmons, general manager of the | 


Fan-American Life, have left on a 
three weeks trip to the tropics. At Ha- 
vana, they will hold a meeting of their 
Cuban agents; at Panama, they will 
hold a similar convention of the agents 


of Panama, Costa Rica and Columbia. 


all his | 


W. Milligan of | 


N 


Mr. Chas. J. Rockwell, Director, 


TENNESSEE PROGRAM | Address—“Meeting Objections” .... 


| WILL STAGE SALES CONGRESS 


Notable List of Speakers Announced 
for Sessions to Be Held at 
Nashville, May 16 


NASHVILLE, TENN., Apr. 30.— 
| The annual sales congress of the Tenn- 
essee State Life Underwriters Associa- 
tion will be held here May 16 at 
Hermitage hotel. Members of the lo 
cal associations throughout the state are 
stimulating interest in the gathering and 
a large attendance is expected The 
Nashville members of 


the | 


the committee in | 


charge are mailing the program to all | 
association members and in addition are | 


writing letters urging attendance at the 
convention The program which has 
been prepared is as follows: 
Morning Session called to order by 
President B, Chandler ..10:00 A. M 
Invocation eae Dr. W. F. Powell 
\W elcome Address — John T Berry, 
| President Nashville Association 
10:30 to 11:10 
Address—"“The Qualities That Assure | 
Success” ; Mr. H. N. Laflin 
Ass’t Counsel, Northwestern Mutual 
11:10 to 11:25 


“Value of Local Underwriters’ 
Mr. John E. Gilbreath 
Underwriters’ 


Address 
Association.” 
President, Chattanooga 
Association 

11:25 to 12:00 
| Sales Demonstration ..“The Minimum 
Program” Mr. Russell S. King, Field 


Insurance Company 
Guests of National Life 


& Casualty 
| Luncheon 
| & Accident 
| Afternoon Session .... .... 2:00 P. M 
Chairman Alfred Boyd, President, Mem- 
phis Underwriters’ Association, 
2:00 to 2:45 


Supervisor Ordinary Department Life 


School of Life Insurance Salesman- 
ship of University of Pittsburgh 
2:45 to 3:20 


Address—“The Sales Talk in Selling 
Life Insurance” ...... Mr. Harold P. 
Trosper, Vice-President, American 
Life 


3:20 
Selection of meet- 
Trip to the Her- 


Election of Officers 
ing place for 1925. 


mitage 4:00 P. M, 
Night Sessions — Banquet, Hermitage 
SNGGR ¢ cenaens edocs ese se 6:30 P. M. 
Toastmaster ‘ Mr. T. J. Tyne 
Address—Mr. J. V. Barry, 4th Vice- 
Pres., Metropolitan Life 
Address—Hon. A. S. Caldwell, Com- 


missioner of Insurance of Tennessee. 


Committee Chairmen 


General Chairman Mr. Frank M. See 
Program ; Mr. Reau E. Folk 
Finance Mr. H. B. Alexander 
Publicity Mr. Frank C. Allison 
Window Display Mr. W. M. Carr 

Bank AGwertisi@ ccccccoccccoascses 
_Mr. Chas. B. H. Loventhal 
Attendance Hon. A. S. Caldwell 
Banquet Mr. R. W. Creighton 

Entertainment ; . ee 
Mr. E. B. Stevenson, Jr. 





Milner Goes to Chicago 


C. T. Milner, formerly an inspector 
at Detroit, has been promoted to man 
Illinois for the Great West Life 
innipeg He succeeds T. Milton 
Taylor, who is now manager for the 
province of Ontario, with headquarters 
at Toronto. In his 12 years’ connec- 
tion with the company, Mr. Taylor has 
shown himself well worthy of the pro- 
motion to the important position in 
Ontario. Mr. Milner has also shown 
| exceptional ability in the three years 
| that he has been connected with the 
| Great West. 
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CALIFORNIA STATE LIFE | 


Insurance Company 


SACRAMENTO 
| 
| 


. 





CALIFORNIA STATE LIFE BUILDING 


J. R. KRUSE, Vice President and Gen’! Mgr. 


Modern Policies 











Write for details to 


Balance Sheet of December 31, 1923, showed 


CAPITAL $500,000.00 


SURPLUS $334,266.47 INSURANCE IN FORCE $52,441,082 


EXCEPTIONAL OPPORTUNITIES FOR RESPONSIBLE 
FIELD REPRESENTATIVES IN ARIZONA, CALIFORNIA, 
NEVADA, OKLAHOMA, OREGON AND TEXAS 


ASSETS $6,928,308 | 


Low Rates | 


























Do You Want to Know More About 


SUNNY 
SOUTHERN 
CALIFORNIA | 


the most prosperous district in the world, as a 
successful life underwriting field? 
Write for full information to 


JOHN NEWTON RUSSELL, Manager 


HOME. OFFICE AGENCY 


($2,000,000 a month paid production) 


56 Years P ACIF IC MUTUAL LIFE Assets over 
ol INSURANCE CO. $872,000 


Pacific Mutual Bldg. - Los Angeles, Calif. 




















LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. | 





TEXAS | 
J. C. EVERETT, Manager | 


317 Wilson Building Dallas, Texas 














| ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


i] --quwOn-- 


I 
] We may have just what you are looking 

| for. Why not get in touch with us? | 
| 














UNDERWRITER 


Some Recent Decisions 
As to Life Insurance | 


LIFE company issued two policies | 

of life insurance to a person, and. | 
afterwards employed him to solicit life | 
imsurance under a contract signed by 
the general state agent of the company 
—Held that in an action against the 
company on the policies, the statements 
of the general agent that the commis- 
sions of the insured were being applied | 
to the payment of the premiums on his | 
life insurance, were admissible in evi- | 
dence against the company. When a/} 
conversation between claimants | 
policies and the general agent takes 
place in an effort to secure the payment | 
of the policies, evidence of the conver- 
sation is competent. Further held that | 
non-compliance with the law providing | 
that an agent to solicit life insurance | 
must have a license or certificate does | 
not constitute a defense.—Elsie De Bus | 
v. Missouri State Life, Kansas Supreme | 
Court. Decided April 5. 

* * * 

Life Agency contract—Termination— 
This action was brought to recover a 
large sum of money for alleged breach 
on the part of the defendant of an in- 
surance agency contract. The plaintiff 
as insurance agent and the defendant 
an insurance company, entered into a 
contract whereby plaintiff was to act 
as defendant’s general agent in Oregon. 
The contract contained no express pro- 
visions relating to its duration, but did 
contain stipulations for its termination. 
As to whether the contract was termin- 
able at will, the court quoted a text 
book writer to the effect that where the 
parties have stipulated for the right to 
terminate for a certain cause there is an 
implied exclusion of the right to ter- 
minate for any other cause, but that 
where a contract fixes no term for its 
continuance, and is therefor terminable 
at will, it will not be rendered not to be 
so terminable by the insertion of pro- 
visions by which it may be terminated 
in certain events. As the defendant's 
contention at the trial was that the 
plaintiff had been discharged for cause, 
the court did not find it necessary to 
decide this matter, but after an extended 
review of the evidence found errors 
therein necessitating a new trial—Wal- 
lace v. Amer. Life Supreme Court of 
Oregon. Decided April 15, 

- i “a 

Sentence to Death—Under an ordi- 
nary life insurance policy the insurance 
company is liable to the beneficiaries 
for the amount of the insurance on the 
execution of the insured for the crime 
of murder—Weeks v. New York Life 
Supreme Court, So. Carolina. Decided 
April 16. 

* * * 

Statements made on application. A 
sued on a policy of life insurance. The 
policy had lapsed shortly before the 
decedent’s death, but had been rein- 
stated. At the time of the reinstate- 
ment the insured made the following 
statement: “I certify that I am now in 
good health, and that all answers and 
statements except as to age, made in 
the original application for my policy 
are as of this date, full, true, and cor- 
rect.” The insurance agent gave the 
insured a statement saying, in part, that 
the insured appeared to be in a good 
state of health The company con- 
tended that the insured was at the time 
suffering from tuberculosis and that the 
statements were false and fraudulent. 
Held, that under the facts in the case 
this was a question of fact which had 
heen resolved against the insurance 
company.—National Life v. Brown. 
Court of Civil Appeal. Texas 9 Dist. 


Decided April 15. | 
* 

| 

| 





* 

Life policy held not forfeited for fail- | 
ure to pay premiums—The insured had 
borrowed up to the full extent of his 
policy. But the following vear the loan 
value was bv the terms of the policy in- 
creased. The insured gave checks to 
cover the premium for the succeeding 
vear and the interest on the amount 
borrowed. The checks were not hon- 
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ored at the bank, but they were re- 


tained by the insurance company and 
thereafter at various times and at the 
time of his death, the insured had suf- 
ficient funds in the bank to pay the 
checks. The insurance compan) 
claimed that the policy had lapsed be- 
cause of the failure to pay the premiums. 
Held, that the policy had not lapsed. 
There were clauses in the policy, which 
made it the duty of the appellant, hay- 
ing available funds for that purpose, 
to have adjusted the values and contin- 
ved the insurance as indicated. Under 
the provisions in the policy, the insur- 
ance automatically continued if there 
were any available funds for that pur- 
pose, and no duty rested upon the in- 
sured to make application for a loan in 
order to get the benefit of the term in- 
surance provided for in the policy. Mis- 
souri State Life v. Miller, Supreme 
Court, Arkansas. Decided April 7. 
= x * 

Alvin B. White applied to defendant 
company for a policy naming plaintiff 
as beneficiary and the agreement con- 
tained a provision that the company 
would incur no liability under the ap- 
plication until the first premium has 
been “paid to and accepted by the com- 
pany during the life time of the life pro- 
posed.” The company made a policy 
of insurance on the application and for- 
warded it to the local agent. The agent 
notified the wife of the applicant that 
the policy had been received and she 
stated the balance of the premium 
would be paid on the 1st of the next 
month as agreed. The 1st was on a 
Sunday, but on the 3rd the brother of 
the applicant tendered the payment 
which was refused because the applicant 
was ill. The court states that where 
the contract merely provides that the 
policy shall not take effect until the 
first premium shall have been paid dur- 
ing the lifetime of the insured, then all 
that is necessary to hold the company 
liable is to show that some one in behalf 
of the insured, made tender of payment 
while the insured was yet alive. How- 
ever the court distinguishes that state 
of facts from this case and holds that 
where the contract provides that there 
will be no liability until the premium 
kas been “accepted by the company,” 
the company by that provision reserved 
the right to reject a tender of payment 


| whether seasonably made or not.—dZina 


T. White v. Metropolitan Life. Supreme 
Court of Utah. Decided April 21. 
* * * 

Fraternal association. Assignment of 
certificate. The defendant, a fraternal 
association, issued to one Lizzie Cole- 
man in 1914 an endowment certificate 
for $300. In September 1917 she as- 
signed it to the plaintiff. In 1917 a law 
was passed providing that payments of 
death benefits shall be confined to wiie, 
husband, and certain other relations or 
dependents. After Lizzie Coleman’s 
death, the plaintiff sued on the certifi- 
cate. The defendant contended that 
plaintiff was not one of the class of 
persons designated in the above law. 
It was held that the plaintiff was en- 
titled to recover. The endowment cer- 
tificate antedates the act and is in no 
wise affected by it. The insured had 
the same right to assign it after the 
passage of the act as before.—Rosen 
berg v. Int’l Order of Twelve Knights 
etc. Supreme Court of Arkansas. De- 
cided April 14. * * * 

Complainant who claimed ownership 
of a life insurance policy by assignment 
and delivery by his father since de 
ceased, against defendant who claimed 
title thereto also by assignment as 
gift from the same source, the estate ot 
said decedent not being a party to the 
suit and not affected directly or indi 
rectly, was not incompetent as a wit 
ness to establish his claim to such in- 
surance policy under Section 1917, Code 
of 1906, Hemingway's Code, Section 
1577, which renders incompetent a per- 
son to testify as witness to establish his 


|} own claim against the estate of a de 


ceased person which originated in the 
life time of such decedent.—E liz. Gard 
ner, etc. v. Townes. Supreme Court ot 
Mississippi. Decided April 14. 
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GREAT FIELD IS OPEN 
CHANCE FOR GROUP POLICIES 


Not Many Department Stores Are Car- 
rying This Form of Life and 
Disability Insurance 


\gents for group insurance have not 
very thoroughly worked the department 
store field. In some large cities not one 
department store is carrying group in- 
surance, although it has been found to 
be an excellent investment by the tew 
employers who have tried it. 

The best results have been obtained 
when the employe has paid half of the 
cost, and the employer the other half. 
When this is done each employe is re- 
minded by the monthly or semi-monthly 
deduction from his pay that he does 
have this insurance and that he is actu- 
ally having a share in paying for it. li 
the employer pays the entire premium 
the employe easily forgets about it, or 
accepts it as a matter of course. It does 
not then serve its chief purpose from 
the standpoint of the employer. 

Makes Sound Investment 


Experience has shown that group dis- 
ability insurance in department stores as 
well as in other fields is a sound invest- 
ment. It results in a great decrease in 
the costly employment turnover, and 
helps to keep the employes better satis- 
fied. It also pays in reducing unneces- 
sary absence, because employes will 
hesitate to give the usual illness excuse 
when they know that a nurse will prob- 
ably call. 

The type of insurance recommended 
is an accident and health policy that 
disegards age, sex, kind of disease, or 
when it was contracted so long as the 
disability commences after the policy 
takes effect. For a weekly indemnity 
of $12, paying for each day of accident 
disability, and for each day of sickness 
commencing with the eighth, the cost is 
about 90 cents, varying somewhat ac- 
cording to individual cases. Of course 
there are a great many variations in pol- 
icies, but this is typical. 

Eliminate the First Week 

Eliminating payment the first week of 
disability from sickness cuts down the 
cost so that it becomes attractive to the 


prospect, and discourages malingering. 
rhe United States National Life & 
Casualty permits a competent person 


connected with the group to handle the 
claims through a form of draft enabling 
prompt payment at the store. This elim- 
inates the delay usually attendant upon 
a case handled by an adjuster of an in- 
surance company. 


Ultimate Life Agent Is 
Described by Hommeyer 


HE reason for many agents falling 

short of the full measure of success 
was given as an improper valuation of 
time and service in the address given 
I Charles Hommeyer, superintendent 
ot agents of the Union Central Life, be- 
tore the annual agency convention at 
he home office this week, his topic 
being “Criticism”. Mr. Hommeyer’s re- 
marks as to the “ultimate agent” were 
as follows: 





“We need and should invite just such 
rank criticism to awaken us trom our 
smug complacency to a realization ovr 
our national and international duty and 
obligation. 

“Not only as general citizens but also 
is life underwriters, we may with profit 


uurt the frankest criticism. A writer 

the current issue of Forbes Maga- 
ine under the caption ‘The Ultimate 
\gent’, writes, ‘There seems to be no 


reason why the insurance agents should 
not become the most widely apreciated 
counsellors of the population at large: 
the most full-fledged combination of 
rrofessional and practical men in the 
community; as he is now in some in- 
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BIG PROJECT FINISHED 


FINE WORK BY METROPOLITAN 


Arranged Model Apartment Building 
for New York City at a Moderate 
Rental Rate 


NEW YORK, April 30.—The Metro- 
politan Life expects to complete its 
great building project in the Borough 


of Queens by May 15. Twenty-one 
months ago it undertook to erect 54 
apartment buildings with accommoda- 


tions for 2,125 families at a rental of $9 
a room a month. Special legislation was 
necessary to permit a life company to in- 
vest its funds in such a project. Many 
difficulties were encountered, but the 
buildings are now practically completed, 
at no more than the estimated cost. 


All Apartments Hented 


Every apartment has already been 
rented, and hundreds of families are 
clamoring for more. This popularity is 
due partly to the low rental, and partly 
to the many advantages of construc- 
tion. Every room in the building is an 
outside room. All unsightly backyards 
have been replaced with yard gardens 
The apartments are model in every re- 
spect, and the low rent is remarkable in 
view of the accessibility to the business 
section of Manhattan 

A total of $7,000,000, approximately, 
was involved in the operation which cov 
ered three blocks in Long Island City, 
one in Astoria and two in Woodside. 

“We are satisfied that New York fam- 
ilies are anxious to live in comfortable 
homes if they can be obtained at a rea- 
sonable rental,” said Walter Stabler, 
controller of the Metropolitan. “When 
the company planned the model apart- 
ments we were making a great experi- 
ment. It was by no means a certainty 


that the venture would be a success.” 


stances by force of individual character 
and study.’ 

“Before this ultimate agent can be- 
come the rule instead of the exception, 
we must face conditions; learn the facts, 
and apply the remedies required. What 
then, you may ask, the common 
failings or short-comings of the aver- 
age agent; short-comings that perhaps 
we all possess in less or greater degree 

“My answer to this query is three 
fold: 

“1—The average agent does not prop- 
erly value and utilize his Time 

“2—The average agent does not thor- 
oughly master and marshal his facts 

“3—The average agent does not fully 


are 


grasp the bigness and worth-whileness 
of his Service. 
“When we count lost motion and 


an overhead 
re duce 
are es- 
busi 


wasted time in our work as 
expense, and plan our work to 
this overhead to a minimum, we 
tablishing life-underwriting on a 
ness basis. 

“When we apply enginecring methods 
to the mastery of our and in 
its application to the needs of the insur 
ing public.—then, and not until then, 
will establish life-underwriting on a 
professional basis 


business 


we 


Northwestern in New Home 

The Northwestern National Life of 
Minneapolis this week held “open 
house” to the public in its new home 
office building, facing Loring park. the 
city’s foremost playground. Hundreds 
of citizens took advantage of the invita- 
tion to inspect the new building which 
is regarded as one of the finest insur- 


ance offices in the northwest 

The building is a three storv structure, 
the ground floor being occupied by the 
Northwestern, while the two upper floors 
are rented. In connection with the for- 
mal opening this week, the White & 
Odell company, state agents for the 
Northwestern, held their annual meet- 
ing of agents which brought in a large 
number from over the state. 











TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 lst, 1923. 























INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 








Got enough accident and health insurance? Want to sell more? A tip—read The Casualty 
Review, an illustrated monthly magazine for accident and insurance salesmen Full o° pep! 
Full of ideas! Send ten cents for sample copy or $2.00 for a year's subscription te 
Casualty Review, 1362 Insurance Exchange, Chicago. 

















HL A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 8S. La Salle St., Chicago 


Organization 
Methods 


Main Office: 40 Rector St., New York 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35....... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the ad 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 

INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President € 

A few agency openings for the right men 











This 





BATTLE CREEK 


WHERE THE WORLDS BREAKFAST IS MADE 








For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great pros- 
perity. You must be a large personal 
producer, good organizer, be of high 
social standing, financial responsi- 
bility, and large earning capacity. 
We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new 
selling features and settlement pro- 
visions. We have more than $125,- 
000,000 of insurance force, and a 
greater ratio of assets to liabilities 
than any other large company in the 
same field. 

If you can qualify, we will give you 
a contract direct with the home ofhce, 
a liberal first year commission, a re- 
newal commission, a collection fee, 
an office allowance and a_business- 
development allowance. 

Let's see if you are the man we want! 
Address “J-17," c/o Nationa, Un- 
DERWRITER. 

Note: We also have an unusually 
attractive, special contract for good 
salesmen whose, experience is lim- 
ited. 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST CK! WRITE THE HOME OFFICE 








—_ — 











“Nearleather” FOLDERS make an 
ideal file for the filing of daily reports. 
Send for description. National Under- 


writer, Insurance Exchange, Chicago, Il. | 














| he might die 


| 000 ventured, and that the actual cost 


pram ania Offictal 
Gives Sales Pointers 
Picked Up on His Tour 


RIEND L. WELLS of the Aetna 

Life, who is accompanying his chief, 
K. A. Luther, on a tour of the west and 
southwest, says he has learned some 
very interesting sales methods from 
Aetna agents en tour. A unique one 
was that employed by a Dallas agent, 
who happened to drop into the office of 
a well-to-do prospect the morning after 
the latter had had a very satisfactory 
night before with the pasteboards and 
a few friends, and is told by Mr. Wells 
as a splendid instance of an agent see- 
ing an opportunity and taking it. 

The man had a dozen silver dollars 
he was letting drop through the fingers 
of one hand to form a clinking pile in 
the palm of the = li “Let me have 
one of those dollars, ” said the agent. It 
was handed over. “You are not, I know, 
averse to a little bet this morning, see- 
ing what you did last night. Well, here’s 
what I'll do. I'll bet you $10,000 against 
this dollar that you are not alive to- 
morrow.” 

“Hey, what’s that?” said the prospect. 
“Ten thousand to one; that is too good 
a bet to pass up. I'll take that.” 

“You have the best of that bet,” came 
back the agent. “Now show your sport- 
ing blood and bet me two dollars 
against $10,000 that you last two days. 





And to show you that I am willing to 
continue the game, just bet me a dollar | 
a day for a year, or $365 that you live 
the year out. 

The prospect saw the point at once, 
and that agent walked out with a $10,- 
000 policy,” comments Mr. Wells. “He 
took advantage of the ‘morning after’ 
mood of the man and put across his 
sales talk.” 


x * * 


“There is a good answer to the man 
who tells you that he is too old to buy 
insurance,” says Mr. Wells. “Show him 
by the rate book that a man who buys 
insurance at 40 pays a lot more for it 
than does a man who buys at 60, be- 
cause of the longer period he is fairly 
certain to have to pay his annual pre- 
miums. We would never be able to sell 
insurance except to men advanced in 
years if there was any assurance to the 
younger man that he would live to be 
well along in years. If a man is sure 
to live a certain period he won't buy 
now. 

eis 

“Here is a method I employed to 
meet the objections of a man who said 
he could use his funds to better advan- 
tage than would accrue to him if he 
allowed an insurance company to han- 
dle them. He was a wholesale druggist 
with some idle capital. He employed 
this in judicious purchases of stocks and 
bonds so that he was making it earn 10 
percent. He was able to do this because 
of his familiarity with markets and from 
having learned when to sell and how 
long to hold on when the turn was | 
temporarily against him. 

“IT said to him: ‘If you can make $1,- 
000 a year that way with $10,000, why 
don’t you use $20,000 and make $2,000 
a year?’ He replied that he did not wish 
to place that much money at risk be- 
cause of the fact that during the year 
and those who handled his 
estate might have to take a loss because 
they did not know the game as well as 
he did. I sold him a $10,000 policy on 
this argument that I would issue him a 
policy for $200 a year that would protect 
him against any loss on his second $10,- 








to him would be less than $200 because 
his estate was certain to have some sal- 
vage on the investment that might go 
wrong after he died.” 


| haps more occupations, 








Windmuller Leaves Missouri State 
J. H. Windmuller has resigned as man- 





ager of the sales service division of the 
Missouri State Life to return to his 
former work, the advertising agency 
business. 


—_—_—_.. 


BALTIMORE ATTITUDE GIVEN 





Company Officials and General Agents 
Extend Cautious Welcome,— 
Lacking Enthusiasm 


Is the part time life insurance man a 
welcome addition to the business forces, 
or a parasite and an undesirable? The 
Baltimore attitude towards him is one 
of cautious welcome, but lacking en- 
thusiasm, and with a decided “Show 
me” flavor. In short, he is more tol- 
erated than invited. Some, however, 
willingly admit his possibilities. Homer 
Bostwick of the New York Life has 
this to say of him: 

“The question of the efficiency of 
part-time men can not be answered col- 
lectively; it is strictly an 
proposition. The value of a part time 
man depends entirely on himself. When 
I was in Montana, I built up a branch 
from half-time men. A large propor- 
tion of them became full-time men, and 
to this day I get letters from many of 
them, thanking me for the opportunity 
given them to make a success of this 
business. A manager may see in a 
part time man creditable ambitions, and 
may encourage him to the point where 
he finds his commissions approximating 
the salary he is making in another busi- 
ness; then he perceives that full time 
will bring him even more, and so he de- 
votes all his energies to the insurance 
business. I have developed many good 
full-time men from part-time men, and 
so I have reason to think from my ex- 
perience that the part-time man of pos- 
sibilities should have opportunity to 
develop them.” 


Baltimore Life’s Position 


Albert Burns of the Baltimore Life 
says: “We employ no part-time men. 
Still, I do not see why part-time men 
should be wholly excluded. They may 
prove of value particularly in the rural 
districts where the field is restricted and 
the territory scattered, to a degree 
which would not pay a full-time man— 
where a farmer or a teacher or a man in 
some other rural occupation would be 
the best one to sell insurance. In this 
case, a part-time man would very likely 
— in desirable results.” 

V. Weaver of the Eureka Life has 
thie to say: “I do not see any reason 
in principle for the exclusion of part- 
time men. Such a one may be good in 
himself and be especially effective in 
rural districts or in legitimate business 
in urban ones. The principal objection 
to part-time men is that they are not 
under the same control of the manage- 
ment as full-time men. One can not 
so readily make demands of them or 
dictate to them as one can to the men 
entirely dependent on the business. 
Having something else to fall back on, 
they are not so amenable to office dis- 
cipline.” 


Opposed by Prudential Man 


Ernest Von Kleeck of the Prudential 
takes a more decided stand against the 
part-time man on the ground of dissi- 
pation of energy. “We do not employ 
part-time men,” he says, “and I do not 
see how they can be as useful as the 
full-time men. This is an age where 
every one to succeed must specialize— 
in which the Jack of all trades, who is 
master of none, finds scant welcome. 
The part-time man who has one, or per- 
cannot take the 
time to study what he is selling or to 
understand the special needs of the man 
to whom he is selling it. His mind is 
not concentrated on what he is doing, 
and this does not make for thorough- 
ness or efficiency. I do not believe in 


fooling the people by approaching them 
with a partial understanding of a busi- 
ness which should be a thorough one, 
and a man can not put equal study on 


individual | 
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two or three separate occupations at 


once.” 
Spread Gospel of Insurance 


Isaac George of the National Life 
says emphatically he has no patience 
with the parasite—the one-case man who 
has no idea of legitimate business, but 
is playing his own little game in trying 
to exact an occasional commission 
which he does nothing to earn. “But to 
the honest legitimate part-time man, | 
have no objection; like a teacher, for 
instance, who in his spare time when 
his school duties are over, or in his 
vacation, takes up the business of sell- 
ing insurance in a proper way. Such a 
man helps to spread what I call the 
gospel of the insurance business—to sell 
to as many people as possible as large an 
amount of insurance as possible. There 
may be some antagonism on the part 
of full-time men to part-time men, but 
there is little practical interference by 
the latter with the business of the for- 
mer, as a general rule. I believe the 
possibilities of the part-time men, when 
one knows there is honest effort, should 
be encouraged, as there is always the 
chance such can be developed into ef- 
ficient and valuable full time men. I 
know an instance of one man beginning 
on part-time who rose to a position to 
high responsibility in his company. It 
all depends on the man himself, so it is 
a hard question to answer in the ab- 
stract.” 


Agents Gather at Home Office 
The Mutual Benefit Life has called its 
general agents from all parts of the 
company to the home office for a con- 
ference to be held May 1-3. 











Stephen M. Babbit 
President 





Hutchinson, Kansas 











HOME LIFE INSURANCE CO. 


New York 
ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 


2 geetesen-e $ 7,686,655 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 
; Dividends, i skesewnseeen 

mcrease in Assets........... 1] 
Actual Mortality 56% of the — 
amount expected. 

Insurance in Force........... 247,373,218 
Admitted Assets ............. 44,655,222 


FOR AGENCY APPLY TO 
w. a. R. BRUEHL & SONS 
jeneral Managers 
eusnd ‘and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 ao vourth Nat, Bank 


ding 
CINCINNATI, OHIO 
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CHANGED IN ATTITUDE | 


COMPANY IS NOW DOING WELL 





American Bankers Under Its New 
Management Has Succeeded in 
Building Up a Surplus 


Vice-President C. A. Goodale of the 
American Bankers of Chicago celebrated 
the 28th anniversary of his entry into 
life insurance work the other day. 
Speaking of the American Bankers and 
what has happened since control of that 
company was taken over by interests 
also controlling the Cloverleaf Life & 
Accident of Jacksonville, Ill., Mr. Good- 
ale said: “It is mighty gne to realize that 
the present management is not being 
charged these days with any of the sins 
of omission or commission of the pre- 
vious management Our statement just 
issued, after examination by the Ilin- 
ois department, shows that we have a 
net surplus, over capital and all liabili- 
ties, of $40,029 which is pretty ne when 
you consider that only a few months 
ago there was a capital of $118,000 and 
an impairment of this of about $78,000. 


Change in Attitude 


“IT was talking with a prominent 
banker the other day and observed a 
certain coolness in his attitude towards 
me as representing the American Bank- 
ers. Sensing the probable reason for 
this, I drew out one of the annual state- 
ment leaflets received that morning 
from the printers and asked him to look 
at it carefully. He did so and his atti- 
tude changed at once and my errand be- 
came one in the successful class. And 
this is typical of my reception almost 
everywhere I go. The moment people 
understand that this company is now 
in good shape, has nothing to conceal 
and has a management that has no ex- 
planations or apologies to make, then 
their attitude is different and we are 
able to do business.” 


Comment Is Made on 


Disability Clause 


CTUARY CLARENCE E. 
A MOULTON of the National Life 

of Vermont was asked by THE 
NATIONAL UNDERWRITER to express his 
views on the present status of the total 
and permanent disability clause. Mr. 
Moulton in commenting on the subject 
writes as follows: 

“The National Life began writing dis- 
ability benefits Jan. 2, 1919, and thus 
far has had a favorable experience as 
regards that class of risks, but the ex- 
posures on the average have been too 
short to enable us to reach a very 
definite conclusion as to the adequacy 
of the rates. No doubt competition is 
apt to exert an influence on the prac- 
tices of companies in a number of ways: 
First, perhaps, on the extent of cover- 
age defined in the disability clause; sec- 
ond, on the admissibility of border line 
claims; and third, on the rate basis. I 
mention rates last because there seems 
to be greater uniformity on that point 
than on the others. 

“At the present we are not seriously 
concerned about our disability risk, but 
we expect to study the experience very 
carefully from time to time and the in- 
tention is to charge a premium sufficient 
to meet the losses and expenses of that 
branch of our business.” 


Company Enters New States 
The Continental Assurance of Chicago 
expects to have $50,000,000 in force by 
June 1. The company is now entering 
Oklahoma, Kansas and Nebraska. Its 
business this year is showing a very 
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substantial increase. 


We Are for Daylight Saving 


We are not boosting so hard for the “‘turn the clock 
ahead”’ kind as for the “up and doing” kind that 
makes every daylight hour count. 


The agent who is trained to appreciate the value of 
a service program and who is enthused by the assur- 
ance that his Home Office is backing him all the way 
is “out and after them” with a spirit that conserves 
the fleeting minutes. 


Ready and sure action by The Lincoln National Life 
Insurance Company on all field matters puts the 
“‘let’s go get ’em”’ impulse into its agents. _ Liberal 
selection of risks as to health and occupational hazards, 
with women written on the same basis as men, and 
standard policies issued down to age 10, assures 
Lincoln National Life salesmen that they can make al] 
their,time pay in full measure. 


—_—_— —_—_—— 

This{encouragement for Lincoln National Life agents 
to! get under way early, and to use their time tellingly, 
makes it worth while to 





(INK UP (wis rae (LINCOLN) 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 


























THE NATIONAL 








Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


The Commercial Life Insurance Com- 
pany, of Kansas City, Missouri, the 
Heart of America, has good territory 
open in Missouri, and will offer you 
a contract with Bank co-operation and 
a Field Superintendent to assist you 
in writing business. 


Attractive policy contracts. Our 
Child’s Endowment Bond, and our 
3 in 1 policies are winners. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Fifteen months insurance in force Dec. 31, ’23 
$1,739,000.00 


305 Reliance Building 


Kansas City, Missouri 

















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 








ROBERT F. COMER, General Agent, Southern Peninsula, Michigan 


THE MIDLAND INSURANCE COMPANY 
OF ST. PAUL, MINN. 
Life Policies that Sell 


For Agency at 
FLINT, JACKSON, PONTIAC, PT. HURON, MICHIGAN 


Address 
Robert F. Comer, 802 Hammond Bldg., Detroit 








COMMISSIONS 


earned play a very just and necessary part in the building of a successful 
Life Insurance Agency. 

But to become absorbed in counting commissions, instead of finding 
joy in the great blessings distributed, is to lose sight of the very genius 
of Life Insurance. 

Confidence in the Company, its policies and its management, are 
essential to an agency's true growth. 

Devotion to the ideals of Life Insurance, that its agents may have an 
honest basis for confidence, is the constant thought of this company. 


For general agency information, address M. A. Hyde, Assistant Secretary. 


The Security Mutual Life Insurance Company 
of 


Lincoln, Nebraska 














UNDERWRITER 
ADVISES GROUP LIFE) 


ADVANTAGES ARE DESCRIBED. 


Henry E. Sampson Speaks on Group 
Insurance to Iowa Telephone As- 
sociation Members 

eo } 


Henry E. Sampson, Des Moines at- 
torney, who was formerly special coun- 
sel to the Iowa department, addressed 
the lowa Independent Telephone Asso- | 


ciation on “Various Kinds and Cover-| 
ages of Insurance.” He said that the 
wave of crime which has swept the 


United States since the war has demon- 
strated the need of ample theft, robbery 
and burglary insurance for all busi-| 
nesses. He devoted most of his talk to | 
a discussion of group life insurance. 
After a brief review of its history and | 
the forms of coverage granted, he sum- | 
marized the arguments for it as follows: 
Group life insurance is a_ service | 
which was devised to alleviate the dis- | 
tress, unhappiness and sometimes pov- | 
erty which results from the death or | 
permanent and total incapacity of the | 
| 


worker. It does not furnish benefits 
due to disability from sickness or acci- 
dent, unless such disability is perman- 
ent and total, but provisions for sick- 
ness and accident can be added under a 
separate policy if the employer so wills. 


Advantages of Group 


The following reasons among others 
might be urged upon employers for in- | 
stalling group life insurance: . 

1. One means of securing the good 
will of their workers and keeping be- 
fore them the fact that there is a heart 
in industry. 

2. Some emploves cannot secure life 
insurance because unable to pass the re- 
quired medical examination and _ so 
some employers have introduced group 
insurance because in this way they can 
do something for employes which em- 
ployes cannot do for themselves. 

3. Others use this form of insurance 
as a means of stimulating thrift among 
their employes. They combine it with 
their savings plans. 

t. The favorable opinion of an em- 
plover by the folks at home is an im- 
portant asset both in securing new em- 
ployes and in making the present ones 
more content. Group life insurance goes 
right into the home. 

5. Group insurance, when the amount 
is increased in accordance with length 
of service, may be used as a tangible 


means for expressing appreciation of 
the faithfulness of an older employe. 
6. Many executives strive to give 


their employes the best possible condi- 


tion and incentives so that their minds 
may be free of outside cares and conse- 
quently able to concentrate to the 
greatest possible degree upon their 


work 

In a word let me say that: For the em- 
plover, it provides protection for all at | 
low cost resulting in good will, reduced | 
labor turnover, higher grade workers | 
and increased output; for the emplove, | 
it relieves anxiety for dependents result- | 
ing in appreciation, interest in the busi- 
ness, cooperation and production. 


Cost About 1 Percent 

The cost of group coverage varies in 
accordance with the type of industry in 
question, the age of the employes, and | 
the amount of insurance to be issued. In | 
ordinary groups, insurance representa- 
tives estimate the annual premium to be 
about 1 per cent of the total amount of 
insurance in force. To illustrate, the 
premium for an employer having $500,- | 
000 f group life insurance in force | 
would be approximately $5,000 annu- 
ally. This is only a rough rule, because 
where there are elderly employes the| 
rate may be higher. Exact information 
is necessary before a definite premium 
can be quoted. 

The premium cost of group life insur- 
ance is less than any other type of life 


ol 
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DEATH RESULTS SHOWN 
NORTHWESTERN MUTUAL LIST 
Accident Death Ratio Increased Last 


Year Largely Due to the Effect of 
Automobiles 





The medical department of the North- 
western Mutual Life comments on the 
mortality record of last year. There 
was a slight decrease in the number of 
deaths from cancer and sarcoma, as 
compared with 1922. There was a sim- 
ilar slight improvement in deaths from 
typhoid fever and tuberculosis. There 
were 49 deaths from influenza-pneu- 
monia, as compared with 91 in the pre- 
vious year. 

Deaths from diseases of the nervous 
system increased slightly over 1922, 
both in number and percent of total. 
The increase in the number of deaths 
from diseases of the circulatory system 
was so light that the percentage of to- 
tals shows a decrease. Deaths from 
respiratory system diseases increased 
materially, due almost entirely to the 
number caused by uncomplicated pneu- 
monia, 328 as compared with 222 in 
1922. There has been practically no 
change in the percentage of deaths from 
suicide. considered in the 10 year pe 
riod. Last year the percentage was 2.6 
percent of the total as compared with 
2.82 for the 10 year period. 

The accident .death ratio increased 
last vear, the number being 309, an in- 
crease of 48. The percentage of deaths 
from automobile accidents was in excess 
of 40 percent of the total of all accident 
causes as compared with about 26 per- 
cent the year previous, This means that 
the automobile accident death ratio is 
on the increase. 


Will Reward the Producers 


The North American Life of Chicago 
is making final arrangements for the 
entertainment of members of its $100,- 
000 and $200,000 Clubs, at Estes Park, 
Colo. The party will leave 


Chicago, 
Aug. 9, and go to Denver. At Denver 


the members will transfer to automo- 
biles and drive to Estes Park via the 
“Big Thompson Canon” route. After- 


wards, returning, they will drive back 
to Denver via the Continental Divide 
arriving in Chicago, Aug. 16. Every 
man qualifying for the trip in the $200,- 
000 class will have an opportunity to 
take his wife, daughter, mother or sis- 
ter with hint at the company’s expense 
Those who qualify in the $300,000 class 
are to have a five-day trip through Yel- 
lowstone Park after finishing the Estes 
Park outing. 


insurance written. This is due to sev- 
eral factors, one of which is the favor- 
able mortality experience resulting from 
the tendency of the persons in the group 
gradually to be changing. 


Non-Contributory Basis 


The majority of group insurance con 
tracts written in the past have been ona 
non-contributory The reasons 
generally advanced the employers 
for this are: 

1. If buying something for their em- 
ployes they desire to do it outright and 
not have any strings tied to it. 

2. This is a substitute in whole or 
part for bonuses or tokens of apprecia- 
tion which have previously been given. 

In some cases where industrial re- 
iations are unsettled the employer ob 
tains group insurance as one method of 
showing his interest in emploves. 

4. Group insurance is installed as an 
appreciation for loyalty and length of 
service and some employers therefore 
maintain they should pay the total cost. 

5. Many employers think the total 
cost of the group plan is so small that 
it is too much trouble to get the agree- 
ment of 75 percent of the employes to 
contribute towards the cost. 


basis. 
by 
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BIG LIFE POLICIES 
ARE NOT DANGEROUS 


Medical Director of One of the 
Large Companies Gives 
His Views 


SELECTION IS CAREFUL 


Declares That Men Carrying Exten- 
sive Amounts Are Taking Care of 
Their Health Effectively 


NEW YORK, Apr. 29.—The medical 
director of one of the largest companies, 
who has had considerable experience in 
examining risks for big policies, said 
that he does not feel that there is any 
menace in this class of business. He 
believes experience on big policies is 
bound to improve. Mortality in gen- 
eral is showing an improvement all 
over the country due to improved med- 
ical standards and to the health prop- 
aganda which is being spread, but in 
addition to this the men who are buying 
big policies are doing so for the reason 
of inheritance taxes and therefore there 
is no particular moral hazard in this 
class of business. 

Has Had Fine Experience 


He said that out of all the big risks 
that he had examined, and he has ex- 
amined over 50 for million dollar poli- 
cies, he has only had one death, For- 
tunately in this case the death occurred 
before the insurance was placed. Death 
occurred from influenza and resulted 
within two or three days after the ap- 
plicant became sick. 

He said there is undoubtedly some- 


has gathered together great wealth 
through his own efforts has frequently 
sacrificed his health in order to accom- 
plish what he was after in the business 

rid, but this is-not always the case 
He said that a great many of the big 
business men of today, have been 
brought up under conditions of wealth 
and have not striven as hard as some 
of the self made men. These men have 
been given the best of business train- 
ing and not only that but have always 
been taught to take care of themselves. 

Take Care of Their Health 


He said that these men watch their 
own health just as they would the 
health of a race horse. They have thor- 
ough physical examinations frequently 
and if there is the slightest defect of any 
kind the attention of a specialist is im- 
mediately sought. This tends to pro- 
long life and eliminate anv cause which 
micht bring about early death. 

He said his experience with wealthy 
men has been that a much better set 
of replies is obtained to the questions 
than in the average case. He said these 


men are trained to be accurate. Their 
business dealings have taught them that 

does not pay to equivocate or hide 
the facts Thev are very anxious to 
have their entire medical history on the 
blank Thev do not want to have it 
overlooked that thev had influenza back 

1918 If anything is omitted they 


call the examiner’s attention to it and 
request him to put down the facts. 
Business Properly Selected 

As to the smaller companies, he said, 
1 small company had no business writ- 
ing a big policy It was then suggested 
to him that many of the small com- 
panies that had low limits did not even 
like to take a part of a bie contract. He 
said he saw no ground for this atti- 
tude He said that the business was 
being properly selected and examined 
and there is no reason why it should be 
avoided. 
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Service to Policy Holders 


Live Up-to-Date Policies 





MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 


SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents Service to the Public 


Operates under the Famous “‘Registration Act’”’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 











THIS IS IT! 


AlReal Rate Finder and Cancellator 

Shows the percentage of earned premium all 
worked out. No calculating—sumply find the per- 
centage by reading off the arrow from circular 
columns on a dial. 

Only earned premium finder that takes you to 
the percentage without a single calculation. All 
that is left to do is apply the percentage to the 
premium. Accurate within 4 cents on $/00 pre- 
mium, any period one day to 3 years. Greatest 
time-saver ever introduced— absolutely accurate. 


THE DISCOMPUTER 
$2.00 
The National Underwriter 


1362 Insurance Exch. Chicago 














WINNIPEG’S 


New — First Class — Downtown and Leading Hotel 


The Marlborough 


240 Rooms — 220 Baths — Sample Rooms 


Within three minutes of all Insurance Offices and Agencies 
and Center of 
Financial, Wholesale, Shopping and Theater District. 
R. H. Webb, Manager 
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Legislative Activity Upsets Business 


interest the 
chairman of 


INSURANCE men read with 
report of Erperr H. Gary, 
the board of the Unitep States STEeEt 
Corroration at the annual meeting. He 
declared that the worst factor that busi- 
ness had to contend with at the present 
time is Congress. He said that some 
men in Congress are selfish and unworthy 
of their position, while others of good in- 
tention are just as bad on account of the 
attitude which they adopt. 

It is that 
feel do about legislative 
by Judge 
insurance  busi- 


unfortunate business con- 
as they 
bodies indicated 
Gary’s remarks. The 
ness for example is in favor of state 
The companies realize that 


cerns 


as is 


supervision, 
a business so intimately connected with 
the should have 
careful that 
tion is afforded, companies are 


insurance 
supervision to 
that the 


people as 


see protec- 


amply able to take care of their obli- 


gations, that the laws are enforced and 
that the requirements are complied 
with. 


However Congress and the state legis- 
latures tend to unsettle business. At 
every session changes are recommended. 
Business concerns do not know which 


way to turn. The uncertainty is the 
curse of sessions of Congress. Business 
enterprises are not able to definitely 


arrange for the future because they do 
not know what Congress may do. 
Legislative bodies are forever tinkering 
with established practices. They feel 
that changes must be made even if busi- 
ness is upset because of them. This is 
due to the fact that the “boys back 
home” must be impressed with the fev- 
erish activity always evident in legisla- 
tive halls. 


Standard Has Depreciated 


INSURANCE men as a class find that 
the standard in law making bodies has 
Legislators do _ not 
intelligence 


been lowered. 
show the fine judgment, 
and power of reaching correct conclus- 
ions that they did in the past. The 
personnel of Congress and state legis- 
latures undoubtedly has declined. 

This point has been brought to the 
recently by Cuauncey M. De- 
90 years of age, Apr. 23, who has 
career both in public 
In speaking of Con- 
LincoLn, he 
WEBSTER, 
evi- 


front 
PEW, 
had a remarkable 
and business life. 
gress during the time of 
not imagine 
listening to the 
and quoting 
dead men’s Men entered public 
life in a disinterested way and went to 
Washington the country in 
every possible way they could. 

DrEPrEew asked why more 
great business capacity and 
large affairs do not enter the legislative 
halls. that the 


said could 
CLAY 


dence 


one 
or CALHOUN 


women crooks 


of 
tales. 


to serve 


men of 


men 


was 
of 


He remarked vicissi- 


tudes of politics are now so uncertain 
that a man of this calibre hesitates to 
expose himself to danger. He attributes 
part of the decline to the direct primary 
system, a view that will meet with 
response from many students of politics. 

As W. G. Srprey in the “Chicago 
Journal of Commerce” put it the other 
“The people instead of choosing 
superior individuals selected 
the sifting processes of con- 
ventions, and the wisdom selected 
legislators, now represent the 
average intelligence of the masses, 45 
percent of whom we are told by govern- 
ment intelligence tests, are far below 
that of a normal 12 year old boy in 
mentality.” 

The present method 
endeavoring to win applause is to be- 
come a radical, attack the conservatives, 
stop the corporations and try to intro- 
duce some phantasies in governmental 
procedure. Legislative standards seem 
to have depreciated. 


day, 
between 
through 
of 

only 


seemingly of 


Value of Concentration 


learn the 
inexperi- 


New life need to 
value concentration. The 
enced salesman must learn to master his 
time and to get away from the habit of 
rambling, going from office to office, 
touching the high spots and thinking 
that he is working. There must be sys- 
tematic work and _ systematic calls. 
Each visit should be made to count. It 
should not be a useless visit. The am- 
bition of the agent should be to decrease 


agents 


of 


the number of calls and to increase the 
efficiency of these calls. 





In the insurance business it is the 
self-starters who rise. Nothing is more 
demoralizing to a young man than to 
be constantly waiting on someone else 
to give him a boost or give him a 
start. The self-starter is the man who 
will rise. 





been able to put into effect a system for 
taking care of the securities which is 
safe and accurate. Every possible safe- 
guard is used to protect this vast ac- 
cumulaion of insurance funds which is 
increasing at a rate of about $800,000 a 
month, chiefly from life companies oper- 
ating under the Indiana compulsory de- 
posit law. 

May and June with the New York 
Life will be months in honor of John C. 
McCall, second vice-president and the 
25th anniversary of his connection with 
the company. Mr. McCall was grad- 
uated from Harvard in 1899. He en- 
tered the service of the New York Life 
on July 1 of that year as assistant sec- 
retary of the $200,000 club. Six months 


later he was elected secretary of the 
club. In December 1900 he was ap- 
pointed assistant secretary of rt com- 
pany, and in May was elected a secre- 
tary. In October 1909 he was ‘elected 
second vice-president. He is a son of 
the late former president of the New 


York Life, John A. McCall. 
Graham C. Wells, president of the 
National Association of Life Under- 


writers and general agent for the Prov- 
ident Mutual in New York City, was 
confined to his home all last week with 
a severe cold and a touch of the grip. 


Robert, John and Stanhope Fleming, 
composing the firm of Fleming Brothers 
of Des Moines, la. former general 
agents of the Mutual Life of New York 
for lowa and Nebraska and well known 
to the entire insurance fraternity of the 
central west, have bought the old Ma- 
sonic Temple building in Des Moines, 
corner Walnut and Seventh Streets. It 
will be torn down and a new building 
erected commensurate with the impor- 
tance of the site which is in the center 
of the shopping district. Fleming Bros. 
already own the big office building bear- 
ing their name, which is one of the best 
paying properties in the city. 


Dallas S. Reed, an agent for the Bank- 
ers Life of Des Moines in Story county, 
la., found roads impassable for any kind 
of travel on April 12, so he walked for 
business. He tramped a total of 16 
miles and wrote five applications, or 
an average of one application for each 
three and one-third miles of walking 
Mr. Reed did not stop for food or re- 
freshments from morning to 10 p. m., 
but he wrote $11,000 life insurance. 


Announcement has gone out to all 
agents of the Lincoln National Life set- 
ting out the plans for the campaign 
through May on behalf of President Ar- 
thur F. Hall. Each May is designated 
as “Hall Month.” The production for 
that month has always been the high 
point of the year for the Lincoln Na- 
tional Life sales force. 

A large broadside letter over the sig- 
nature of Vice-President and Manager 
of Agencies Walter T. Shepard sounds 
the appeal for a business drive during 
May for President Hall, and a number, 
of rose cards are inclosed to be re- 
turned by the agents with applications. 

One of the features of “Hall Month” 
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dent of the Chicago Life Underwriters 
Association. 

Lawrence Priddy, former president of 
the National Association ot Life Un- 
derwriters, and one of the big ag 
for the New York Life in New York, i 
taking a very active interest in a oli 
ment for the raising of a fund for a 
War Memorial hall at the Virginia 
Polytechnic Institute. Mr, Priddy, who 
is an alumnus of the institution, is chair- 
man of the building committee. Mr. 
Priddy served for many years as presi- 
dent of the V. P. I. General Alumni 
Association and has always taken a 
deep interest in movements pertaining 
to the welfare and advancement of the 
institution. 

— 

James M. Bloodworth, St. Louis man- 
ager of the Fidelity Mutual Life, won 
the honor of leading the entire national 
organization in personal production in 
March. He has been presented with a 
beautiful silk trophy for display in his 
othce to signalize his accomplishment. 

John C. Martin of Salem, Ill. a direc- 
tor of the Standard Life of St. Louis, 
has won the Democratic nomination for 
treasurer of Illinois. Mr. Martin is one 
of the best known bankers in the state 
and is regarded as having an excellent 
opportunity of landing the election next 
November. 


Arthur M. Wash, former insurance 
commissioner of Kentucky, has been 
elected vice-president of the _ Inter- 
Southern Life of Louisville. He was 
formerly in the local insurance busi- 
ness at Harrodsburg, Ky., under the 
firm name of Wash & Edwards. He 


was also formerly auditor of the Henry 
Clay Fire of Lexington, Ky. He has 
served in the Kentucky legislature. 


George I. Skinner has been appointed 
counsel of the insurance department of 
New York, succeeding Harvey J. Drake, 
resigned. Mr. Skinner entered the bank- 
ing department in 1897, and was ap- 
pointed superintendent of banks in 1917. 
When his term expired on July 1, 1920, 
he entered the general practice of law 
in New York City as a member of the 
firm of Jonas & Newburger. He is a 
lawyer of the highest ability, with broad 
general and department experience. 


Manager W. F. Peet of the St. Paul 
agency of the Mutual Life of New York 
had a birthday Apr. 15. The agents 
designated the week of Apr. 14 as “Peet 
Week” as a mark of respect and appre- 
ciation of Mr. Peet as their manager, 
when a drive for written business was 
made. The result was that 47 agents 
wrote 124 applications totaling $475,000. 


C. A. Whitchurch, who succeeds 
George Johnson as manager of the acci- 
dent and health, non-cancellable and life 
department of the California Agencies 
at San Francisco, has now assumed his 
duties after visiting the home office of 
the Continental Casualty in Chicago. 
The California Agencies is general agent 
for the Continental Casualty in Cali- 
fornia. Mr. Whitchurch has been agency 
manager for the California Agencies 
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Los Angeles office. While there he was 
secretary of the Accident & Health 
Club of Southern California. 

Fred A. Deichmann, special represent- | 
ative of the Equitable Life of New York | 
at Kansas City, Mo., made a notable} 
record in the ten day campaign in 
honor of President Day. In the ten-day} 
period Mr. Deichmann wrote 111 appli- | 
cations, for a total of $404,000. He is| 
32 vears old, a graduate of Kansas Uni-| 
versity, and has been with the Equitable | 
about ten years. His whole insurance 
experience has been with that company. 
He is a member of the Equitable Mil-| 
lion Dollar Club. In addition to the 
business he writes for the Equitable, he 
brokers from $500,000 to $1,000,000 a 
year. 
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LIFE AGL.NCY CHANGES 








BROWN GOES TO HOME OFFICE | 


Named Manager Conservation Depart- | 


ment by Western Life, Being Suc- | 


ceeded by Siemen 

B. B. Brown has been appointed man- | 
ager of the policyholders conservation | 
department of the Western Life of Des 
Moines. Mr. Brown has been district 
manager for eastern lowa with head- | 
quarters at Cedar Rapids for the past 
three years. He has had five years of} 
active field work with the Western Life | 
and prior to that 18 years of bank ex- | 
perience at North English, la. Mr. | 
Brown will have charge of conservation 
work of policies, vouchers and special 
cases in the field. The company has 
maintained a splendid renewal record 
in the past and with the establishment | 
of this new department expects to re- 
port still lower lapse ratios in the fu- 
ture. 

F. W. Siemen has been transferred to 
Cedar Rapids to fill the vacancy left by 
Mr. Brown, Mr. Siemen has been dis- 
trict manager for the Western Life in 
southeast Iowa, and in the future the 
entire eastern field will be covered from 
the Cedar Rapids office. 


SOME CHANGES ANNOUNCED 


} 
| 





Penn Mutual Names General Agents 
for Wilmington, Del., Atlanta 
and St. Louis 





Leo. D. Rothensies, who has been a 
general agent of the Penn Mutual at 
Wilmington, Del., for almost a year, has 
been put in sole charge of that territory 
following the death on April 13 of W. 
W. Knox, who had been a general agent 
since 1903, and had been a representa- 
tive of the company for 40 years. Mr. 
Rothensies went to the Penn Mutual 
from the Provident, and in these few 
months has firmly established himself as 
one of the outstanding general agents of 
the company. 

Laurence Willet has joined his father, 
Hugh M. Willet, as a general agent of 
the Penn Mutual at Atlanta, under the 
firm name of H. M. Willet & Son, the 
new firm beginning its existence May 1. 
Hugh M. Willet has long been one of 
the leading general agents of the Penn 
Mutual, and is a prominent figure in 
Atlanta. Laurence Willet is 38 years 
old, a graduate of the Georgia School 
of Technology, and was a second lieu- 
tenant in the air service at Cornell 
University during the war. After being 
discharged from the army he had two 
months of preparation at the home 
office of the Penn Mutual, and then 
entered his father’s office. With two 
vears of training he was made city 
manager in Atlanta, and in March of 
last year was made superintendent of 
agents, spending nearly all of his time 
in the field. During his first year as an 
agent he paid for something over half 
a million. 

The Penn Mutual, beginning May 1, 
will be represented in St. Louis by 
Fischer & Fischer, general agents. The 
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Excellent — Passable — Poor 


A Life Insurance salesman is either suc- 
cessful or not successful. He measures up 
to the standard set or he falls short. He is 
excellent; he is passable; or he is poor. And 
upon the close attention given to every de- 
tail of his training depends the class into 
which he falls. 


It is for this reason that the Pan-American 
lays so much stress on its training and serv- 
ice to agents. Our Educational Course teaches 
the fundamentals of the business; our Sales 
Planning Department develops prospects 
and arranges interviews; our National Ad- 
vertising Campaign is attracting the attention 
of the better people everywhere and will aid 
materially in organization building. 


Pan-American service also includes: 


Unexcelled Low-cost Life Policies. 
Substandard Policies for Under-average Lives. 
Child’s Educational Endowment. 

Group Insurance. 

All Forms of Accident and Health Insurance. 


We have a few General Agency openings 
for men not presently attached. 


Address 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANGE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 


Assets over - - - - $ 13,000,000 
Insurance in Force over $110,000,000 
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ment of country territory by Manager 
John Newton Russell. Prior to his as- 
signment to the Long Beach branch of- 





two new men, Ira W. and Ralph W.,| States Life at Crawfordsville for two} thus Mr. Walker is organizing new ter- 
are sons of W. J. Fischer, who for| years, and previous to that time was] ritory. He has a very creditable record 
until his death, was gen-| athletic director at Wabash college for | behind him in former connections and is 








many years, 

eral agent of the Northwestern Mutual | more than four years. now producing on a basis of $1,000,000 | fice Mr. Logan was district manager in 
in St. Louis, his sons having been asso- Charles B. Hamill has taken over the per year in his new field. charge of San Diego territory, with 
ciated with him. They succeed George | district agency for the Equitable in In- headquarters in that city. 

W. Benham, who is one of the veter-| dianapolis, and C. V. Peterson has as- L. D. Bell oe ae 

ans of the Penn Mutual, and has been| sumed a similar position at Crawfords- » &. SC E. K. Price 

a strong figure in life underwriting in| ville. Another district agent will be L. D. Bell has been appointed the | Moms 

St. Louis. Mr. Benham will continue | appointed in Indianapolis and four] general agent for the Connecticut Gen- | E. K. Price has succeeded George S. 
with the agency, under a special agent’s | others outside of the city. eral Life at Indianapolis. Mr. Bell was | Kimball as general agent at Oakland, 


for three years manager of the life and | Cal., for the Northern Life of Seattle. 
Norman S. Jacobs and Edward E. E. J. Stevenson accident department of McKey &/ Mr. Kimball is returning to restoration 

Spear have become general agents of _-" Poague in Chicago. He is president of | work in California. 

Penn Mutual at Des Moines under The Farmers & Bankers Life has just | the Kiwanis Club in Woodlawn, Chi- 





contract. 




















the — 
the firm name of Jacobs & Spear, suc-| opened an agency in Kansas City, Mo.,| cago. Mr. Bell has had a wide expe- | U. S. Mudd 
ceeding H. E. Rumsey, who for many | with E. J. Stevenson in charge. Mr. | rience in the insurance field and is par- | 
years has been the company’s chief rep- | Stevenson has had 18 years’ experience | ticularly interested in business and | U.S. Mudd, recently agency manager 
resentative in that city. Both men have | in insurance, and is well qualified to act | group insurance. | of the home office agency of the Cen- 
served the company a _ considerable/ as general agent. His appointment tral States Life at St. Louis, has re- 
time, and are well equipped for the suc- | marks the beginning of an aggressive H. H. Jones sumed connections of_ year's standing 
cessful performance of their new du- campaign which the company 1s begin- with the Oklahoma City agency, and 
ties. ning for the purpose of developing Mis- H. H. Jones has been appointed gen-| has been appointed manager of the 
— souri territory. a agent for the Continental Life of | Fort Worth, Tex., office. 
TOWNSEND TO INDIANAPOLIS _— . Louis, in Detroit, the company hav- — 
L. R. Grady val recently entered Michigan. _ Mr. E. F. Brown 
: Jones has had ten years of life insur- sie 
General Agent for Equitable of Iowa Lawrence R, Grady has been ap-| ance experience and is a large and con- E. F. Brown has been appointed gen- 
pointed agency organizer for the West- | cistent personal producer. He formerly | eral agent of the Great Republic Life 


at Kokomo Succeeds Late “ ~: “ape “4 ' , : ; 
ern States Life at Sacramento, Cal. He was department manager for the Clover- at San Diego, Cal., in charge of Im- 











Dr. Christian was formerly with the Acacia Mutual | Jeaf Life & Casuz ilty. Prior to that he | perial and San Diego counties. Mr. 

7 was with the Prudential and the Com- | Brown has already begun the organiza- 

J. R. Townsend, a veteran life insur- A. A. Siegfried mercial Casualty. tion of an active field force. Prior to 

ance man in Indiana, has been appointed hogs this appointment he was connected with 

general agent for the Equitable Life of A. A. Siegfried has been appointed ; another company as a local representa- 

Jowa at Indianapolis, Mr, Townsend | general agent for the home office gen- DeLancey Lewis tive and had established an enviable rec- 
succeeds Dr. Wilmer Christian, who] cral agency of the Omaha Life. Mr. DeLancey Lewis has been appointed | ord as a personal producer. 





was killed in an automobile accident | Siegfried will have charge of the agency | sales manager for the San Francisco 
near Newcastle last December. Dr. | force and development work in Omaha | branch office of the Pacific Mutual Life. 
Christian had been general agent for | and Douglas county. He is a former according to an announcement made by 
central Indiana for 13 years. lawyer, having practiced in Spokane, | Arthur C. Parsons, vice-president and 

For the last year and a half Mr.| Wash., and has been in Omaha since | manager. Mr. Lewis, although but a 
Townsend has been a member of the] 1920 as owner and manager of the] chort time with the agency, has made a 


Northwestern Life Changes 


The Northwestern Life of Omaha has 
taken over the Omaha agency force of 
the Des Moines Life & Annuity and 


firm of Boyd & Townsend, general | wholesale Chevrolet branch. noteworthy success since coming into | has established a branch office under the 
agents for the Equitable for northern —— the business. management of E. H. Blizzard. A. L. 
Indiana with headquarters at Kokomo. William H. Walker ee Hart, formerly president of the Des 
In 1923 the firm headed a list of 19 ae i James S. Logan Moines Life & Annuity, is now_agency 
agencies of the company which ex- William Hargis Walker has been ap- 3 manager of the Northwestern Life. 
ceeded their allotment for the year. The | pointed general agent for the Royal James S. Logan, formerly branch of- The Northwestern Life has reentered 
Union Life in Oklahoma and Arkansas, | fice manager of the Long Beach office| Ohio, and has established a_ district 


agency also stood first in the point of ! ahon 1s t 
growth in business over the preceding | with headquarters in Tulsa, Okla. The | of the home office agency of the Pa-| agency at Columbus, under the man- 


year. Mr. Townsend also had served | Royal Union Life was licensed by the | cific Life, has been promoted to assist-| agement of Clifford & Sanbridge, for- 
as agency supervisor for the Central | Oklahoma department this month and! ant manager in charge of the develop-| merly general agents at that place. 


THE POLICY CONTRACTS ROYAL UNIO 


ARE ESSENTIALLY THE FORCE BEHIND THE COMPANY’SROG 


1. GUARANTEED PREMIUM REDUCTION 

Guaranteed Coupons, 20 Payment Life policy—If coupons are left to accumulate at interest may be sur- 
rendered for paid up participating policy at end of 13 to 14 years; or, guarantees back more at end of 20 
years than total premiums paid. May be surrendered for participating paid-up life or endowment policy, | 


or life annuity. 
2. ORDINARY LIFE COUPON (O.G.S.) 


Last word in thrift and savings coupled with life insurance. By coupons may be made a paid-up policy 
in 11 to 22 years, or endowment in 25 years. In event of death gives protection at ordinary life rates and 
returns coupons at compound interest. 

3. ANNUAL INCOME CONTRACT é 

Guarantees the beneficiary in event of insured’s death before 65, $1,000 annually for 20 years and then a 
lump sum of $10,000, making $30,000 in all; or when insured reaches 65 pays $1,000 annually as long as he 
lives (guaranteed for 20 years). 

4. ENDOWMENT AT AGE 60, 65 OR 70 

An excellent policy for men of all ages, and especially attractive to the young and middle aged. Insurance | 
at low cost and matures at a proper age. On both Continuous Premium and 20 Payment plan. Partici- | 


pating and Non-Participating. : 
5. SINGLE PREMIUM ENDOWMENTS 
Paid for with one payment, no lapses on this one. Maturity dates in 10 to 30 years. Gives insured ad- , 
vantages of survivorship. Participating. 

6. CONTINUOUS PREMIUM ENDOWMENT AGE 85 

Straight long term endowment, next to Whole Life—Matures at age 85 for face amount. Low cost. Both ; 
participating and non-participating. 


Insurance in Force Over $112,000,000.00 ROYAL UNION LIFE IN SRA 
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EXAMINATIONS ARE POPULAR 

Muhlberg of Union Central Says 

Service Plan Proves Acceptable 
and Profitable 


Dr. 





The benefits and popularity of the 
Lite Extension Institute examinations 
as used by the Union Central Life were 
told by Dr. William Muhlberg, medical 
director of the company, speaking before 
the annual agency convention at the 
home office this week. The 
grants these examinations to all policy- 
holders who carry $25,000 or over and 
Dr. Muhlberg stated there are now about 
7,000 policyholders eligible under these 
rules. The service has proven satisfactory 
to the policyholders and profitable to the 
company. 
course, confidential, that not even 
the agent is notified as to whether the 
policyholder has responded to the offer 

f the examination or not. 

Dr. Muhlberg points out, however, 
that the opportunity offers a valuable 
selling appeal to the agent in that many 
policies are increased to $25,000 in order 
that the policyholder may receive this 
examination service. As an 
that the policyholders are pleased with 
the offer, Dr. Muhlberg states that 40 
percent of the eligibie policyholders 
have responded with requests for these 
examinations, The company distributes 
the notices evenly throughout the vear 
ind throughout the territory, sending 
about 25 notices a day prepared in such 
a way that one-twelfth are sent out 
monthly from the group in each state. 
Dr. Muhlberg also said that the com- 
pany hopes to make a medico-actuarial 
investigation in a few vears and, if the 
study shows the work to be sufficiently 


so 


company | 


The entire transaction is, of | 


for those carrying $15,- 


$10,000, 


eXaminations 
000 or pe yssibly 





Old Colony Wins Case 


In United States district court at De- 
troit last Friday Judge Simons decided 
against the payment of a $4,000 life 
policy in a suit brought by Eleanor 
Van Riper, widow of Richard W. Van 
Riper, against the Old Colony Life of 
Chicago, on the ground that the de- 
ceased misrepresented his age when he 
took out the policy in 1922. When 
filling out the application Van Riper 
gave as his birthday Nov. 1, 1864. In 
the family Bible and his marriage cer- 
tificate which were produced in court 


INSURANCE 


EDITION 


thereby coming within the clause in 
the contract in which the compaany 
states that it will not insure persons 
over 60 years old. Judge Simons or- 
dered the return of premiums paid with 
policy. 


Writes Big Group Policy 


E. C. Peebles of Cincinnati has writ 
ten a $6,000,000 group policy upon the 
emplo f the Columbia Gas & Ele« 
tric Company and its subsidiary organi- 
zations rhe insurance is placed with 
the Travelers. A policy for $1,000 is 
provided for each employe regardless ot 
his with the company or 
length of service 


yvees ¢ 


position 


Miss Ruby Hammond secretary to 
President John M. Sarver of the Ohlo 
State Life, Columbus, was married a few 
days ago to A. M. Sieg of Cambridge, O 
After a honeymoon she will resume her 

















| his birthday was given as Nov. 1, 1858, | duties in Mr. Sarver's office 
IN THE MISSISSIPPI VALLEY 
SSE . — naieniieiettiatemeeneniuteainiedl 
DAKOTA NEEDS PART-TIMERS | Guardian Life, gave himself as an ex- 





indication | 
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| 








| the 





General Agents There Say That It 
Would Be Impossible to Cover 
State Otherwise 


FARGO, N. D., Apr. 29.—In the opin- 
ion of general agents in North Dakota, 
adverse criticism of part-time men 
is largely given by agencies and home 
offices operating in larger communities 
and more thickly settled communities 
In North Dakota, with no large cities 





jin the 


He was employed as a teacher 
public schools at Lidgerwood, 
N. D., and sold insurance as a side line, 
eventually giving up the teaching pro- 
mm for imsurance. 

“There is no open opposition to the 
part-time men here, as there is in larger 


ample 


less 


places,” he said. “In fact, we make a 
| place for them by offering them lower 
rates. In our sparsely settled communi 
ties, they are necessary a 
Can't De Without Them 
M. N. Hatcher of Hatcher Brothers 
state agents for the Great West Life 


and the country sparsely settled, owing | 


interests, these 
time men are quite necessary. While 
ot course, the larger portion of busi 
ness is turned in by full-time men, they 
in many cases started in as part tyme 
men. 


to large farming part- 


SaVS: 
“It might be possible to do business 


|in cities like Minneapolis and Chicago 


without the use of part-time men but 
no large volume of business could be 
written in North Dakota without the use 
of part-time men. We get the larger 
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portion of our business from our full- 
time men, but many of our men who are 
giving all their time to our work started 
as part-time men 

“Conditions have been such in North 
Dakota that we do not feel like advising 
a man to quit a position paying a good 
salary to take up our work, some 
of them have commenced by using their 


sO 


| Spare time in our work, and after they 





tully understood the work and how to 
get business they have gone on a full- 
time 

“There would be a very large decrease 
in the amount of business in North Da- 
kota if all part-time work were discon- 
tinued.” 


basis. 


Needed in Agricultural Section 


H. T. Lewis of the Mutual Life of 
New York is of the opinion that under 
certain conditions the part-time man is 
all right, chiefly when he produces the 
Conditions in this part of the 
country warrant employing them. Mr 
Lewis said, however, were he to have an 
agency in a larger city, he would em- 
ploy no part-time men. It is unfair to 
the man who devotes all his time to the 
business. 

According to A. F. Colwell, general 
agent of the Union Central Lite, the 
abolishment of part-time men is utterly 
impossible, no matter how much is said 
or done along that line It is feasible 
in larger cities, although it has not been 
accomplished, but in agricultural com 
munities, utterly unfeasible rhe banks 
im small towns will give credit to the 
part-timer because he is a home man 
rather than to an outside all-time man, 
This is only to be expected, and the 
same idea is carried out in larger cities 
A broker will handle insurance and will 


buUSINesSsS. 


get the business in preference to the 
whole-time man 
Company Is Expanding 
The Old Line of Lincoln, Neb., has 


made application for admission to Col- 
lo and expects to get its lhcense in 


oraqdnu 
the near future, It has three men going 








profitable, the company will authorize| R. A. Trubey, state agent for the 
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7. 


ticipating. 


8. ENDOWMENT INSURANCE 


Not only insurance but endowment to the insured himself at end of a definite number of years, 10-40. Both 
participating and non-participating. 


9. TERM INSURANCE 


5-10-15 or 20 year term protection with privilege of converting to more substantial forms of life or endow- 


ment insurance. 
10. MONTHLY INCOME 


Both Ordinary and 20 Payment. Guarantees monthly income for 20 years and as long thereafter as payee 
Guarantees that the proceeds of your life insurance shall go to those for whom you intended it. 
Not subject to bad investment. 


GUARANTEED ALLOTMENT 
Annual dividend with guaranteed coupons on Ordinary and 20 Pay forms. Good returns for premium 


shall live. 


11. 


expended. 
12. SELECT RISK 


On Ordinary and 20 Payment Life form. The low cost premium down to bed rock, issued on select lives 


only—a winner for the agent. 
13. 


JUVENILE POLICY OR CHILD’S ENDOWMENT 


Enjoy both thrift and protection. 


Provides an educational fund for children ready for use in 10, 15 or 20 years. 
14. BUSINESS INSURANCE 


A policy that furnishes mutual protection for partners in business or that will insure an important officer 


or employee in favor of a corporation or business. 


DES MOINES 
IOWA 


A. C. TUCKER, President 
WM. KOCH, Vice-President 


LIFE INSURANCE COMPANY 


OGRESSIVE AND SUCCESSFUL AGENCY ORGANIZATION 


LIMITED PAY ENDOWMENT AGE 85 


Benefits of the continuous premium but paid up in 10, 15 or 20 years. Both participating and non-par- 
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When Your Prospect 
Says “Yes’’ 


You get a thrill of success when your pros- 
pect says “Yes.” Your talk has made him 
want what you have to offer and it is good 
to know that you have succeeded, but what 
else is in it for you2 That's where your 
agency contract comes in. 


We have good openings in OHIO, PENN- 
SYLVANIA, WEST VIRGINIA, 
KENTUCKY, ILLINOIS, INDIANA, 
and MICHIGAN, with contracts direct 
with the company, for men who want more 
than a thrill for the work they do. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices 





Cleveland, Ohio 

















A Growing Company 





Continental Assurance Company 


H. G. B. ALEXANDER, Pres. 


910 South Michigan Avenue 
Chicago, Illinois 
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there to act as managers. The com- 
bined production of these three men 
has mounted to over $750,000. The Old 
Line wrote a little over $5,200,000 in 
Nebraska last year and was second 
among all the companies. It may be 
that it will reach first place this year. 
C. Hubert Anderson, manager of agen- 
cies, is appointing a number of new 
men and putting on considerable steam. 
He has made some excellent appoint- 
ments. 


Register Life’s Progress 

President George E. Decker of the 
Register Life of lowa when asked about 
the progress of his company so far in 
1924, said: “We have done a very sat- 
isfactory business this year, showing an 
increase of 13 percent in accepted busi- 
ness over the same period of 1923. Our 
persistency, which is one of our features. 
is even better than last year. Of the 
business written the first three months 
of 1923 we have renewed 91 percent 
in 1924. Our mortality rate, actual to 
expected, for the first quarter of 1924 
is 31 percent as compared with 45 per- 
cent for last year’s first quarter. Our 
new business from the states which we 
have entered within a few months is 


| coming in very satisfactorily indeed.” 


Kansas Prospects Good 


Kansas insurance men see a very fav- 
orable prospect ahead for business this 


year as a result of the optimistic report | 


on crop conditions in the state just is- 


sued by J. C. Mohler, secretary of the | 


state board of agriculture. Despite a 


reduction of 16 percent in the acreage | 
sown last fall, Kansas has prospects for | 
a bumper wheat crop, according to this | 


report. It is estimated that Kansas 


farmers this year will harvest 9,351,765 | 


acres, which is 597,165 more than the 
five-year average. The condition of the 
growing crop is 89.1 percent—11 points 
higher than a year ago. The state’s 
corn acreage is estimated at 6,345,000 
acres, an increase of 5 percent over last 
year. 


Ruling on Beneficiary Stands 


The Nebraska supreme court has re- 
fused a rehearing in the case of Good- 
rich vs. Equitable of New York, from 
Douglas county which it recently re- 
versed and remanded. It holds that the 
law, properly construed, is that where 
the insured has properly filled out and 
signed a request for a change of bene- 
ficiary on the blanks furnished by the 
company and delivered the same to its 
agent, the change will be binding even 


though the agent did not send in the | 
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blank so that it was received at the 
home office before the death of the in- 
sured. The Equitable had proceeded 
to make the change, and had paid the 
new beneficiary. Then the old bene- 
ficiary sued to compel it to pay a sec- 
ond time. The court says that under 
the circumstances the fact that the 
company had not formally consented to 
the change before his death will not 
entitle recovery by the person named 
originally, 


Mutual Life Backing New Hotel 


The Mutual Life of Illinois is back- 
ing the proposed Abraham Lincoln 
hotel in Springfield, Ill., to be erected 
on the corner of Capitol avenue and 
S. Fifth street, on land now owned 
and used by the company. About 150 
business men have been interested, and 
are said to have subscribed to $450,000 
of the $800,000 preferred stock to be 
issued. There will be a $750,000 bond 
issue. The new hotel will cost $1,550,- 
000 with the land, and will contain 316 
rooms with baths. 


Lincoln’s Correct Illinois Business 


The Illinois business of the Lincoln 
National Life in 1923 was reported in 
THE NATIONAL UNDERWRITER for Apr. 24 
as $1,394,632. The amount of new busi- 
ness should have been reported as $7,- 
394,632. 


Milwaukee Men on Booster Tour 


Reservations have been made by sev- 
eral leading life insurance men of Mil- 
waukee for participation in the annual 
booster tour motor caravan, which is to 
advertise Milwaukee throughout the ter- 
ritory embracing southern Wisconsin, 
northern Illinois and eastern Iowa. 
Among those who have definitely an- 
nounced their intention of making the 
trip. which starts May 19, are Albert E. 
Mielenz, Milwaukee manager for the 
Aetna Life; C. J. Kallmeyer of the Metro- 
politan Life, and Rupert F. Fry, presi- 
dent of the Old Line Life. 


Mississippi Valley Notes 


Jules Girardin of the Chicago office of 
the Phoenix Mutual Life, one of the out- 
standing figures in Chicago association 
activities, has returned from a two 
months’ vacation in Florida. 

H. W. Kingery has just moved to 
Omaha from Worland, Wyo. He is vice- 
president of the North American Na- 
tional Life, but has until recently main- 
tained his residence in Wyoming. 

M. J. Higgins, general agent for the 
Peoples Life of Chicago in charge of the 
entire agency force, underwent a seri- 
ous operation last week and is now re- 
cuperating in the hospital. He expects 
to be out in two or three weeks, 
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CASE OF EXECUTION ARISES 


Question of Liability of a Life Insur- 
ance Company in Case a Policy- 
holder Is Hanged 


The South Carolina Supreme Court 
has rendered a decision in the case of 
Wells vs. New York Life, decided Apr. 
15 involving liability in case death oc- 
curs by legal execution for a crime. 

The New York life resisted recovery 
on life insurance policies on the sole 
ground that the policies were null and 
void in that the death of the insured 
was brought about by sentence of law 
for a crime committed by the insured. 
The insured had been convicted of mur- 
der and electrocuted, and the defendant 
claimed that it was against public policy 
to permit or require the payment of the 
policy of life insurance under such cir- 
cumstances. The policy contained the 
following clause: 

“This policy * * * shall be incontes- 
tible after two years in force, from date 
of issue * * * .” and the policy contained 
no exception in the event of death by 
legal execution. 

Held that: 

1. For the purpose of judicial appli- 





cation a state has no public policy, prop- 
erly cognizable by the courts, which is 
not derived or derivable by clear impli- 
cation from the established law of the 
state, as found in its constitution, stat- 
utes and judicial decisions. 

2. The policy is not void as being 
against the public policy of the state of 
South Carolina. 

Question of Public Policy 


3. To hold the policy void would 
seem clearly to run counter to the public 
policy of the State of South Carolina as 
set forth in its constitution as follows: 

“No bill of attainder, ex post facto 
law, law impairing the obligation of 
contract * * * shall be passed, and no 
conviction shall work corruption of 
blood or forfeiture of estate.” 

4. There is no implied condition in a 
life insurance policy that the policy ex- 
cepts death for crime on the ground 
that such death constitutes a fraud on 
the insurer. 

5. If under the provision “incontes- 
tible after two years in force” a life in- 
surance company may lawfully waive, 
as it may, the risk of fraud on the part 
of the insured in procuring the con- 
tract, it may also lawfully contract to 
assume the risk or waive the defense 
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of the insured’s fraud in wrongfully ma- | 


turing the contract. 


Oklahoma Agency’s Sales School 
The Central States Life has 
nounced the opening of another school 


to be conducted at its Oklahoma City 
office, June 9. 


| 


an- |} 


The week following the | 


closing of the last term, one of the stu- | 


dents led the company in paid for busi- 
ness, according to Marmaduke Corbyn, 
agency manager, and he is still doing a 
nice business. 


Inter-Southern Agency Outing 
The Inter-Southern Life agents of 
western and northern Kentucky and 
southern Indiana will hold their annual 


outing June 17-18-19 at Geiger’s Lake 
in Union county near DeKoven, Ky., 
it has just been announced. A large 


number will attend the camp with their 


families. 


Plans North Texas Branches 


The San Jacinto Life of Beaumont 
has had its agency manager, J. F. Gil- 
bert, looking over the situation at Dal- 
las and Fort Worth with a view of es- 
tablishing branch offices. No announce- 
ment has been made as to who will have 
charge of the branch offices in the two 
north Texas cities. It was said the chief 
office for the northern section of Texas 
will be located at Dallas. 


Appeal Louisiana “Twister” Case 


The famous $400,000 “twisting” dam- 
age suit, which has been before the 
Louisiana courts for nearly three years, 
was revived last week when a petition 
for a re-hearing was filed in the Louisi- 
ana supreme court by Ira J. McGee, 
who is suing the Louisiana Life Under- 
writers’ Association, the life companies 
and their general agents. The supreme 
court recently handed down a sweeping 
decision, dismissing McGee's claim for 
damages and exonerating the 18 com- 
panies and 29 agents, managers and of- 
ficers involved. The decision of the 








court was a very clear statement in 
favor of the agents, holding them per- 
fectly within their rights in their action 
in attempting to curb the activities of 
McGee. The supreme court has taken 
the petition for a rehearing under ad- 
visement, 
Will Retire From Texas 

The North American Life of Chicago 
will shortly retire from Texas. The 
company has about $600,000 or $700,000 
in force in the state. Vice-President E. ; 
S. Ashbrook says that the cost of new 
business in Texas these days seems to 
be prohibitive. There seems to be a 
tendency to increase commissions in that 
state rather than to reduce them, so} 
he believes the North American can get 
business cheaper elsewhere. 








Life Insurance in Alabama 


The preliminary report of the Ala- 
bama department shows that as of Dec. 
31, 1923, citizens of Alabama were} 
carrying life insurance in legal reserve 
companies of $463,067,307. There was 
in force in industrial business of legal 
reserve companies $75,803,173. The} 
group insurance in amounts to] 
$12,500,000. 


torce 


Southern Notes 


Day, general agent 
Pacific Mutual Life 
three weeks’ 
Los Angeles 
Charles G. Taylor, Jr., vice 
and actuary of the Atlantic 
been elected vice-president of the Rotary 
Club of Richmond. This puts him in 
line for the presidency next year 

Roy EB. Cardwell, a life insurance 
salesman at Oklahoma City, died Mon- 
day afternoon of heart disease. Three 
weeks ago his brother, Forrest M. Card- 
well, also an insurance man, died after 
a short illness. 
Crawford H 
Pan-American 
rector of the 
sociation which has charge 
race meet at New Orleans, 
press of business 


in Oklahoma 
returned Fri- 
visit to the 


cc 
for the 
day from a 
home office in 
-president 
Life, has! 


Ellis, president of the| 

Life, has resigned as di-| 
Business Men's Racing As- 
of the winter 
because of 
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START PHILADELPHIA SCHOOL 


United States National Life & Casualty 
Will Soon Open Its Third Edu- 
cational Course 





The third term of the United States 
National Life & Casualty school of in 
surance will open at Philadelphia May 
6. Dr. W. A. Granville, educational 
director, will have direct charge. T. W. 
Leonard, vice-president, will be business 


FIX H. & A. CONFERENCE DATE 


Mid-Summer Meeting to Be Held in 
Chicago Sept. 8-10—Claim Asso- 
ciation Sept. 11-13 
Harold R. Gordon, executive secre- 
tary of the Health & Accident Under- 
writers Conference, announced this 
week that Sept. 8-10 had been selected 
as the dates for the mid-summer meet- 
ing of the Conference, which will be 
held at the Edgewater Beach Hotel in 

Chicago. 


The International Claim Association 


| will hold its meetings at the same hotel 


manager of the school and will have 
charge of the field work. Mr. Leonard 
will be assisted in the field work by | 
16 trained managers and assistant mana 

gers, each having charge of a staff oi 
men and women, teaching them the | 
practical art of salesmanship and solic- 
iting. 


J. B. Boyer, general counsel, will repre- 
sent the company at the opening exercises. 
Dr. Granville will outline the plans for the 
work of the school, and Vice-President 


Leonard will give the plans for the prac- | 


tical end of the school work. Vice-Pres- 
ident J. J. Krist of Baltimore will 


speak on his impressions of the Chicago | 
and Newark schools, also will deal with | 


the present and future prospects, not 
only of the school work but the future 
business prospects for those engaged in 
the business. Dr. E. J. Cattell, formerly 
city statistician of Philadelphia, who has 


given practically a whole life time in 
promoting educational activities, will 
address the school on general educa 


tional work 


Vice-President Thomas J. Tyne of thi 


National Life & Accident has resumed 
his duties at the home office since arriv- 
ing in Nashville from New York where 
he went to meet his son and daughter 
William and Miss Eleanor Tyne upon 


their return from a trip to Europe 


the last half of the same week, Sept. 
11-13, and it is believed that the bringing 
together of the two organizations will 
result in an unusually large attendance 
for both meetings. The hotel has made 
a very attractive rate for those attend- 
ing the meeting, in somewhat marked 
contrast to the condition which existed 
at some of the places where the mid- 
summer meeting of the Conference have 
been held heretofore. 


Recreation Features Arranged 


As is usual at the mid-summer meet- 
ing, business sessions will be held only 
in the mornings, the afternoons being 
devoted to recreation. The golf tourna- 
ment will be staged, appropriately 
enough, at the Budlong course just 
north of the city, although the Confer- 
ence president is not responsible for this 
selection. A new feature in the recrea- 
tion line will be a horse-shoe pitching 


| tournament, arranged at the request of 


iC. H 


Brackett of the Hoosier Casualty 
and other devotees of the “barn yard 
golf” game 

While nothing has been definitely de- 








and commissioners. 


TWENTY-ONE MILLION 


METROPOLITAN LIFE 
INSURANCE COMPANY 


1 Madison Ave., New York City 


HE Metropolitan is mutuallyJowned by its 
21,000,000 policyholders. 
the policyholders. 


Its assets |belong to 


They are accumulated to meet 
policy obligations and for no other purpose. Every 
policyholder is a capitalist—an investor—and his 
interest should be recognized by legislators 
The policyholders own over 
$313,000,000 in railroad securities; $606,000,000 in 
real estate mortgages; $80,000,000 in public utility 
bonds; $200,000,000 in Government obligations. 


CAPITALISTS 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











cided in nied to the programs for the} given an 
business sessions, it is probable that ar-| 


rangements will be made for an address 
on general salesmanship methods by 
some authority on that subject outside 
of the accident and health business. The 
address made at the mid-winter meeting 
by Homer J. Buckley, Chicago adver- 
tising man, on selling methods, made 
such a decided hit that a number of 
members have requested that another 
talk along similar lines be given at the 
summer meeting. 


May Broadcast Program 


The International Claim Association 
and the Health & Accident Underwrit- 
ers Conference are planning a program 
adaptable to the public point of view, 


explanation of underwriting 

methods in the language of the laymen. 

hd he program, or that portion which will 
be broadcasted by radio, will thus have 
to be non-technical and particularly 
adapted to the public interests. Advan- 
tage will also be taken of the week’s 
session to extend the health and acci- 
dent insurance idea to the public through 
a strong advertising campaign. 





| MAKES MANY APPOINTMENTS 


and will broadcast it in many ways, in- | 


cluding the use of radio broadcasting 
stations. 
tions believe that much of the misunder- 
standing now existing on the part of the 
public towards health and accident in- 


surance can be removed if the public is 














MEASURES OF SERVICE 








THE NEW YORK LIFE INSURANCE COMPANY 
HAS}OVER A THOUSAND MILLION DOLLARS IN SECURITIES and VALID CREDITS 


WHY IS THAT IMPORTANT? 


Chiefly because this immense sum is a measure of the service which the Company 


is to render to the public in the future. 
If it had no money it could render no service. 


WHY IS THAT IMPORTANT? 


Chiefly because this is another measure of the Company’s service to the public. 
Stated differently, it means that it has contracted to pay, under certain definite con- 
ditions, in which the policyholders must do their part, over FOUR THOUSAND 


MILLION DOLLARS to its members. 


THE NEW YORK LIFE 


paid to, and on account of, policyholders in 1923 over ONE HUNDRED AND 
SIXTY-FIVE MILLION DOLLARS and since organization has paid on that ac- 


count over TWO BILLION DOLLARS. 
WHY IS THAT IMPORTANT? 


Chiefly because this is the heart of the whole matter; this is the final measure of its 


THE NEW YORK LIFE 


paid policyholders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 


service. 


WHY IS THAT IMPORTANT? 


Chiefly because those dividends reduced the agreed cost of insurance by so much. 
Dividends, so-called, are a measure of the economy with which a life company’s 
It’s ALL A QUESTION of service. 

Unless a life insurance company renders service it will not grow; it will not deserve 


business is managed. 


to grow. 


THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MIL- 
LIONS OF SCIENTIFICALLY BENEFICENT ACTS. 
It is first a service in money. And then, too, 


There is no charity anywhere in it. 


it is a service in what may be called intangible values: 
respect, in good citizenship, in obedience to the law, in integrity, in all the impulses 
that make a man stand on his own two feet and do a man’s part. 

I am not sure that the service rendered by this Company in seventy- -nine years in 
intangible values has not been worth more to the public than its service in the two 
billion dollars already accounted for and the billion dollars now on hand. 


We are still doing business and have room for more good policy-holders and for 


more good agents. 


No life insurance company becomes 
great without rendering great public service. THAT’S the law of life insurance. 


THE NEW YORK LIFE 


has over FOUR THOUSAND MILLIONS of insurance in force. 


In responsibility, in self- 








NEW YORK LIFE INSURANCE COMPANY, 346 Broadway,N. Y. 


DARWIN P. KINGSLEY, President 

















The officers of the two associa- | 


hz is 
Washington 


| formerly of 
| that ordinary instructor for the 


United States National Life & Casualty 
Announces a Number of Changes 
in Several Points 








vice-president and gen- 
United States National 
announces the follow- 


J. Wright, Buffalo, N. Y., has 
been appointed executive home office 
representative. Mr. Wright will do special 
work throughout eastern Ohio and west- 
ern Pennsylvania in the commercial and 
monthly premium payment departments 

.. Fridge, formerly manager at 
Baton Rouge, who left the company’s 
service a year ago, has been re-ap- 
pointed manager at ‘Baton Rouge, La. 


C. H. Boyer, 
eral manager 
Lite & Casualty, 
ing apointments: 

W 


W. B. Billingsley, home office repre- 
sentative, has been made manager at 
Beaumont, Tex. 


W. W. Philbrick of Spokane, Wash., 
been appointed manager for e astern 
with headquarters’ at 
Spokane. 

Two new managers 
pointed for Philadelphia, George C. Mc- 
Cann, formerly assistant manager Bal 
timore, has been made manager of Phil- 
adelphia No, 1 district, J. T. Gardiner, 
Atlantic City and prior to 
Pruden- 
tial, of Philadelphia No. 2. Philadelphia 
branch offices include all towns within 
a radius of 50 miles from Philadelphia 


have been ap- 


| All departments of the business will be 


| handled through these 


| ness of life 
| casualty 


othces. 


CHART IS NEEDED BY AGENTS 
Argus for 1924, Just Issued, Shows Fig- 
ures on Accident and Health 
Business 





sort writing 
are shown 


All companies of every 
accident and health insurance 
in the new Argus Casualty Chart for 
1924, which was issued last week. The 
assets, reserves, surplus and capital are 
given, as well as the accident and health 
premiums and losses, and underwriting 
expenses. The Argus Casualty Chart 
includes the accident and health busi- 
f companies, of the general 
companies, the purely accident 
and health companies, the sick benefit 
societies, business men’s asso ciations, 
and fraternals that cover disability risks. 
No other chart compares with it in com- 
pleteness, and some companies are given 
that are not found anywhere else except 
in their home state reports, which often 
are a year or two late 


Every life agent writing accident and 
health insurance should have an Argus 
Casualty Chart. Those not supplied by 
their companies may order direct from 
Tue NATIONAL UNDERWRITER, 


T. W. Budlong’s New Post 


Federal Life has recently opened 
168 


The 
a new department in its home office, 
North Michigan avenue, Chicago, to 
handle its monthly premium accident 
and health department in that city. The 
new department will be under the super 
vision of Theodore W. Budlong, who 
has for several vears been division su- 
perintendent of the Bankers Accident in 


Omaha prior to the merging of the two 
companies. He will assume his new 
duties May 1. 

E. C. Budlong, vice-president and 


manager of the accident and health de- 
partment of the Federal Life, believes 
that there is a great field for monthly 
payment business in Chicago and that 
great impetus has been given to the idea 
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Foundation Stones 


One of a series of articles telling why The Columbus Mutual 
Life Insurance Company stands for certain important things. 


Why Participating Insurance? 


Life insurance is from its nature co-operative. It is the join- 
ing together of a group of individuals for the purpose of distributing 
over the group the loss which falls on the individual. The old 
plan of levying an assessment to pay losses carried out the true spirit 
of mutuality but it was too crude and was found impractical in 
operation, because it did not work in harmony with the law of mor- 
tality. Old Line Legal Reserve Participating Insurance was the 
scientific plan devised to carry out the spirit of mutuality in a scien- 
tific manner. Adequate premiums to cover all contingencies are 
figured out in advance and then refunds are made after setting up 
the necessary reserves and paying death losses which bring the cost 
to the insarer down to the actual cost of furnishing the protection. 
Participating insurance is fair and equitable, enabling the Company 
to smooth out any inequalities which exist or may develop between 
groups of policyholders. This explains the WHY of participating 
insurance from the ethical standpoint. From the practical standpoint 
the insurance furnished has a larger margin of safety on account 
of the higher premiums. The business is more persistent on account 
of the psychological effect of the profit sharing and the reducing 
annual outlay. The insurance is more attractive because the accu- 
mulated dividends will cause the policies to become paid up or endow 
in shorter periods than provided by their terms. The Company is 
enabled to put on new business without so serious a drain on surplus 
and a lapsed policy more nearly pays its own way. The arguments 
for participating insurance are certainly sufficiently numerous and 
convincing to satisfy the most skeptical. 


We are looking for men of principle, who think things through 
for themselves, to represent us as agents. 


C. W. Brandon, President 
D. E. Ball, Sec’y and Actuary 
THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 
Columbus, Ohio 











Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


Founded: 1867 


For information concerning contracts: 


SAFETY—Guaranteed by careful selection of risks and investments. 
SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 





Insurance In Force Over $350,000,000 


Horne Office: 
Des Moines 


Address Agency Department 














Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. 
them to put over your or your special sales test 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 





Send for 


Use 


ER 


, 1924 





UNDERWRIT 


















ad 
1 2 3 
4.52 4.71 4.91 
4.58 4.78 4.99 
4.65 4.84 5.06 
4.71 4.91 5.13 
4.78 5.01 5.21 
4.85 5.07 5.29 
4.93 5.15 5.38 
5.01 5.2 5.44 
5.08 5.3 5.51 
5.14 5. 5.57 
5.20 5. 5.61 
5.26 5. 5.67 
5.30 5.5 §.71 
5.36 5.5 5.77 
5.39 5.6 5.80 
5.44 5.65 5.86 
5.47 5.6% 5.90 
5.51 5.73 5.96 
5.55 5.78 6.02 
5.60 5.84 6.12 
5.67 5.94 6.21 
5.74 6.02 6.33 
5.84 6.15 6.47 
5.96 6.30 6.65 
6.11 6.47 6.85 
6.28 6.67 7.07 
6.48 6.90 7.33 
6.72 7.15 7.60 
6.97 7.43 7.88 
7.27 7.73 8.20 
7.56 8.05 8.51 
7.91 8.3 8.88 
8.24 8.75 9.23 
8.61 9.11 9.63 1 
9.00 9.53 10.06 1 
9.43 9.97 10.50 1 
9.88 10.42 10.96 1 
36 10.90 11.43 1 
10.85 11.40 11.96 1 
37 11.96 12.59 1 
96 12.62 13.26 1 








Dividend Year 





20-YEAR ENDOWMENT 
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8.68 9.16 9.62 10.10 10.57 11.50 13.79 15.61 
9.00 9.47 9.96 10.44 10.93 11.84 14.15 15.89 
9.36 9.86 10.35 10.84 11.31 12.23 14.57 16.22 
9.75 10.25 10.74 11.22 11.70 12.69 15.03 16.57 
0.14 10.65 11.15 11.62 12.11 13.16 15.51 16.92 
0.57 11.07 11.57 12.07 12.61 13.65 16.04 17.29 
1.02 11.52 12.03 12.60 13.15 14.17 16.59 17.66 
1.47 12.00 12.58 13.15 13.69 14.74 17.20 18.07 
1.99 12.58 13.16 13.72 14.26 15.35 17.93 18.46 
2.58 13.18 13.76 14.31 14.88 16.03 18.71 18.87 
3.22 13.82 14.39 14.98 15.58 16.79 19.58 19.27 
3.89 14.49 15.10 15.72 16.35 17.57 20.54 19.68 
Dividend Year 
3 3 3 3 $ $ § § 
5 6 7 8 10 15 20 
5. 6.06 6.49 6.93 7.3 8.36 11.11 14.37 
5. 6.09 6.52 6.96 7. 8.39 11.14 14.3 
5 6.13 6.56 7.00 7. 8.43 11.17 14. 
5. 6.17 6.59 7.03 7. 8.46 11.19 14, 
5. 6.20 6.62 7.06 7.E 8.49 11.22 14. 
5. 6.23 6.66 7.10 TLE 8.53 11.24 14. 
5. 6.27 6.70 7.14 7. 8.57 11.26 14. 
5. 6.31 6.75 7.19 7.6 8.61 11.27 14. 
5. 6.36 6.78 7.23 7.6 8.65 11.28 14. 
5.98 6.40 6.83 7.28 7. 8.68 11.29 14. 
6. 6.46 6.88 7.33 Tet 8.72 11.31 14. 
6. 6.52 6.94 7 4 8.75 11.33 14. 
6. 6.57 7.00 7. 7.8 8.78 11.34 14. 
6.2 6.63 7.05 7. wo 8.80 11.35 14. 
6.: 6.68 7.10 7. 7. 8.82 11.36 14. 
6.3 6.72 7.13 7. 7 8.83 11.38 14. 
6.38 6.76 7.16 7.55 7.8 8.85 11.40 14. 
6.42 6.81 7.18 7.59 8. 8.88 11.43 14. 
6.46 6.83 7.23 7.62 8. 8.89 11.47 14. 
6.49 6.86 7 7.63 8. 8.90 11.50 14. 
6.51 6.88 7 7.64 8. 8.91 11.54 14. 
6.54 6.90 7 7.66 8. 8.94 11.60 14. 
6.58 6.93 7 7.69 8. 8.99 11.67 14. 
6.60 6.95 7.32 7.71 8.13 9.03 11.74 14. 
6.62 6.98 7.36 7.75 8.18 9.11 11.84 14. 
6.65 7.02 7.40 7.80 8.24 9.18 11.94 14.3 
6.68 7.06 7.45 7.86 8.30 9.28 12.03 14. 
6.74 7.12 7.52 7.95 8.41 9.40 12. 14.95 
6.79 7.17 7.59 8.04 8.55 52 12.26 15.0: 
6.85 7.27 7.70 8.17 8.6 1 15.03 
6.95 7.38 7.83 8.29 8. 1 15.1: 
7.07 7.51 7.97 8.46 8.3 1: > 15.1% 
7.22 7.68 8.15 8.65 9. 1 3 15.2 
7.38 7.86 8.35 8.85 9. 9 12 15.3 
7.57 8.06 8.57 9.06 9.5 13.15 15,39 
7.79 8.29 8.78 9.29 9. 2 13 15. 
8.04 8.53 9.04 9.55 8 1% 15.5% 
8.29 8.80 9.30 9.82 lk 15.6 
8.57 9.07 9.59 10.09 1 15.7: 
8.86 9.37 9.88 10.39 1 15. 
9.17 9.68 10.20 10.72 1 15. 
9.50 10.03 10.54 11.05 , 1 16. 
9.87 10.40 10.92 11.42 1 16. 
0.27 10.79 11.30 11.80 8 1 9 16.5 
0.67 11.18 11.68 12.20 1 3 16. 
1.09 11.60 12.14 2.70 16. 16.6 











ROYAL UNION HAS NEW FORMS 


Issues New Line of Policy Contracts 
Liberalizing Many Features and 
Adding to Number 


The Royal Union Life has issued a 
new series of policy forms, revamping 
some of the old contracts and adding 
several new forms to the line offered. 
The company now has a complete line 
of both participating and non-participat- 
ing life insurance contracts, prepared 
on the basis of the American experience 
table of mortality at 3% percent, on the 
Illinois standard. Of particular interest 
is the incontestible clause which the 
company has added to all its contracts, 
now limiting contestibility to one year. 
The reinstatement and exchange pro- 
visions have also’ been liberalized. 
Premium payment has been changed in 
that all policies on renewal may be paid 
annually, semi-annually or quarterly at 
the option of the insured, without writ- 
ten request to the company for a change 











from one method of payment to another. 





The reinstatement provision permits re- 
instatement, unless previously surren- 
dered, at any time upon evidence of in- 


surability, with 6 percent interest on 
past due premiums. The exchange pro- 
vision permits exchange of policy on 


any anniversary without making exam- 
ination and as of age of entry for policy 
not involving any other life, provided 
the actual insurance liability is not in- 
creased or the rate of premium dimin- 
ished. The principal policies added to 
those not heretofore issued by either 
company prior to the consolidation of 
the Royal Union, and the State Life are 
endowments at ages 60, 65 and 70, 
monthly incomes and a special form 
known as guaranteed reduction of prem- 
iums, which provides for the return of 
all premiums paid by the insured at the 
end of a given period of years. 


Indianapolis Life 
The Indianapolis Life announces a new 
child's endowment policy. The new 
policy is issued in units of $500. and runs 
from 10 to 20 years inclusive. The policy 
may begin with any age, and terminate 
any time after the 10th year. The only 
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. . , , | 
way in which the child endowment dif- 
fers from the ordinary endowment policy 


is that death benefits are graded, the 
full amount being payable at the last 
year. | 
Kansas Life 
The Kansas Life of Topeka has in- 
serted in its policies the privilege of 
changing the present form to one that 


calls for a higher 
of difference in reserve 
is also made retroactive. 


premium on payment 
This privilege 
It has discon- 


tinued the waiver of premium and in- 
Stallment disability which was formerly 
included without charge in all of its 
policies, 
Connecticut General Life 

The Connecticut General Life has in- 
creased the limit of double indemnity it 
will issue in connection with its life 
policies Its former limit was $25,000, 
which will now become $50,000, in case 
} of the death of insured due to accident 
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NEGROES AND TUBERCULOSIS | 

Industrial Companies’ Aid in Combat- | 

ting Plague Sought by Virginia 
Officials 


Ways and means of preventing the 
spread of tuberculosis among negroes | 
was discussed at the annual convention | 
of the Public Health Association of Vir- 
ginia in Richmond last week following 
the reading of a paper on “The Insur- 
ance Policy and Tuberculosis Among 
Negroes,” by Dr. C. C. Hudson, chief 
health officer of Richmond. Outcome 
of the discussion was the appointment 
of a committee which will take the 
matter up with industrial companies that | 
write most of the insurance among the 
negroes, with a view of having them in- 
stitute proper physical examinations or 
making the exemptions general without | 
specifying tuberculosis or consumption | 
as a sick benefit or death claim that will 
not be paid for six months or more. 

Dr. Hudson told the convention that 
the reason such a large percentage of 
colored consumptives fail to report for 
treatment is their fear of losing their 
insurance policies. Many colored peo- 
ple, he said, take out imsurance with 
these small companies after they have 
developed tuberculosis, the fact that the 





companies do not require a rigid exam 
ination enabling them to get the insur 
without tuberculosis being de 

The committee appointed to 


ance 
tected. 


study the problem consists of Dr. Roy 
K. Flannagan, Richmond; Dr. W. §S 
Keister, Charlottesville; Dr. W. B. Fos- 


ter, Roanoke. 


PUBLIC SAVINGS PROMOTIONS 


Number of Changes in the Field Staff 
of the Indianapolis Company 
Are Announced 





Officials of the Public Savings have 
nounced several changes and promotions 


an- 


LIFE INSURANCE EDITION 


J. A. Heshey, agent at Bicknell, promoted 
to superintendent in that city; T. H. Dil- 
lon, superintendent, transferred from 
Vincennes to Washington, Ind.; F. F 
Broughman, superintendent, transferred 
from Hamilton, Ohio, to Marion, Ind.; J 
Denham, appointed superintendent in De- 
troit; W. T. McNally, agent, 
superintendent in Indianapolis west; R 
S. May, agent, promoted to assistant su- 
perintendent in Indianapolis, west; G. L 


Fleming, agent, promoted to assistant 


superintendent in Hartford City, Ind 
7 ¢. Swaisgood, appointed superintend- 
ent at Marion, taking over a newly 


created superintendency 


Cotton States Writes Industrial 


The Cotton States Life which was 
lately moved to Nashville from Memphis 
has been organizing an industrial depart 
ment In the month it written 


last has 


promoted to | 


| from Bicknell, Ind., to Vincennes, Ind.; | ments: B. L. 
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Larkins in Nashville; J. A 


Clennan, Knoxville; K. R. Martin, Chat- 


tanooga; L. L. Bradley, Columbia; lL W. 
Gray, Jackson; A. B. Croley, Johnson 
City; J. A. Hughes, Lebanon; H. I. Ship- 
ley,ley, Clarksville G S Robinson, 
Memphis Three superintendents have 
been appointed in Alabama They are 


Sam Barnes in Birmingham R B 
Leavell in Montgomery and J. D. Lucas 
in Mobile 

Hillsman Taylor, speaker of the Ten- 


nessee house 


of representatives and pra 


ticing attorney of Gibson county, has 
moved to Nashville to beceme chief 
counsel and vice-president of the Cotton 
States Life 
John Hancock Appointments 
The John Hancock Mutual Life has 


detached agencies in charge 
superintendents as follows 
Assistant Alexander 


opened new 
of assistant 
New Brunswick 








over $1,200,000 industrial insurance which | Paczkoski; Laconia, Assitsant Almon E., 
brings in a weekly payment of $506 Kempton Rome, Assistant James L 
The following superintendents have | Fairbanks; Lewiston, Assistant Ernest J 

been appointed in the industrial depart- | Dumas 
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| WIDE FIELD FOR CHARITIES 


| Topic Discussed Before Kansas City 


in the field staff. They are as follows 
J. J. Gorsuch, superintendent, trans- | 
ferred from Toledo to Detroit; E. L 


Worthen, superintendent, transferred 
from Detroit to Toledo; O. A. Carey, su- 
perintendent, transferred from Spring- 
field, Ohio, to Middletown, Ohio; H. E 
Fisher, Middletown, Ohio, promoted to 
manager at Louisville, Ky.; N. R, Peate, 
superintendent, transferred from Wyan- 
dotte, Mich., to Detroit; D. H. Lonergan, 
agent, promoted to superintendent at 
South Bend, Ind.; L. L. Rice, agent, 
Mishawaka, Ind., promoted to superin- 
tendent at Michigan City, Ind.; C. A. 
Slaubaugh, agent at Hamilton, Ohio, pro- 
moted to superintendent in that city; C 
0. Courtney, superintendent, transferred 


| 


Association From Standpoint of 
Life Man and Outsider 


KANSAS CITY, MO., Apr. 20.—The 
subject of “Life Insurance and Char 
ities” took hold with the Life Under 
writers Association of Kansas City more 
firmly than any of the subjects yet dis 
cussed in the general program of the 
National Association. Last week’s meet 
ing was devoted to this topic, the chiet 
speakers being Henry G. Wischmeyer, 
superintendent of agencies of the John 
Hancock Mutual Life, and Henry M. 
Beardsley, for 30 years president of 
the Y. M. C. A. of Kansas City, former 
mayor and prominent philanthropist 











He spoke from the standpoint of public 
interest and the charities themselves. 

Mr. Wischmeyet that people 
could assure themselves of leaving de- 
sired bequests only by “doing it now” 
with life insurance, since postponements 
in making bequests by will notori- 
and there was always chance 
of a contest of a will. 

He urged the life insurance salesmen 
to get into touch with the heads of 
local charities; also to keep in touch and 
sympathy with these charities, by assist- 
ing in their drives for funds. 

He pointed out that attention, for the 
purpose of securing insurance bequests, 
should not be confined to people with 
much money. Those in moderate cir- 
cumstances often had received such im- 
portant service and benefits from hospi- 
tals, or had known of cases in which 


said 


are 
the 


ous, 














PEOPLE’S LIFE BUILDING 





Conscientious Service 


A term often used, often misused. 


The Peoples Life is continually striving to make “Conscien- 
That our agents 


tious Service” mean just what it Says. 


recognize this fact, is evidenced by their faith in the Peoples 
It is a valuable asset. 


Life. 


The Peoples Life is a liberal company. 


ality of contract. 


*‘Life is worth living if the future is provided for’’ 





It believes in a liber- 
If for any reason an agent leaves this 
company, his renewals are not disturbed. He is free to go 
with the knowledge that his renewals will be paid promptly. 
This is just a part of our “Conscientious Service.” 
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they had the impulse to give largely— 
and would welcome the opportunity to 
assign endowment or life policies to 
such institutions or causes. He gave 
an instance of a young woman who had 
an endowment policy; her mother was 
cared for in a hospital, being able to pay 
only part of the bill. The young woman, 
deeply appreciative, assigned the policy 
to the hospital. 
Beardsley Gives Outsider’s View 


Mr. Beardsley said that as mayor, and 
head of city boards, he had been im- 
pressed with the numerous needs for 
which there was no provision, either by 
the city itself or by private agencies. 
As cities grow, large sums are needed 
for capital expenditure, for established 
projects, and large sums must be raised 
to meet needs not previously definitely 
met by organized projects. Provision to 
meet such contingencies, he urged, should 
be made at once, by means of life insur- 
ance policies, so that the capital will be 
available in the future, for the demands 
that are sure to arise. 

Life insurance, he said, offered the 
means of assuring to charitably inclined 
persons that their desires as to bequests 
and gifts would be fulfilled, especially 
that class which waits until it has accu- 
mulated a sufficient estate to warrant 
setting part aside for a favored charity. 
The hazard is that the bequests finally 
will not be made, or will not be ex- 





ecuted. He gave an instance of a 
wealthy man who was killed in an acci- 
dent. This man was well known to 
have intended large bequests to certain 
charities. A will was found in his safe, 
mentioning such large bequests, but the 
will was not signed. 

From the standpoint of one outside the 
life insurance business, Mr. Beardsley ex- 
pressed the position of a man who had 
provided for certain charities by insur- 
ance. Such a man would find it easy to 
provide a substantial gift to a charity, 
and having done it, would enjoy for the 
rest of his life the satisfaction of having 
assured this gift, but without having to 
extract it from his capital. 

x * * 

Providence, R. I.—The relative impor- 
tance of life insurance and property in- 
surance and the factors of life insurance 
in business were discussed at the annual 


complimentary dinner given by the 
Rhode Island association to the manu- 
facturers throughout the state. George 
W. Gardiner, vice-president of the In- 


dustrial Trust Company of Providence, 
acted as toastmaster. 

Dr. S. S. Huebner, professor of insur- 
ance and commerce at the University of 
Pennsylvania, predicted a revolutionizing 
of values in insurance which would place 
more value upon life than the material 
things as is the situation today. Life 
insurance, in simple language, is but a 
plain bond issued against life, Dr. Hueb- 
ner said, and he was opposed to the use 
of the word “policy,” declaring a prefer- 








ence for the word “bond.” The speaker 
went on record as_opposed to federal and 
state taxation of life insurance’ while 
building and loan associations are tax 
exempt. 
Earl G. 
dent of 


Manning of Boston, vice-presi- 
the National association, dis- 
cussed “Business Insurance from the 
Bankers’ View,” and gave many personal 
reminiscences of his experiences in can- 
vassing financial men of the country. 

The presiding officer, Mr. Gardiner, 
sketched the scope of the life insurance 
field, which he said extended into the 
financing of the building and industrial 
development in the United States today. 
He figured that 45 percent of the people 
of the United States were holders of life 
insurance policies, and that- 42,000,000 
people were holders of 78,000,000 policies 
throughout the country. He illustrated 
the vastness of life insurance holdings 
by saying that $55,000,000,000 was the ex- 
tent of the finances in the life insurance 
field, a sum equal to that of the war 
debt. 


* * * 


Richmond, Va.—Dr. Solon B. 
pastor of Second Baptist Church, ad- 
dressed the Richmond association at its 
April luncheon-meeting on “Life Insur- 
ance and Charities.” Those interested in 
the maintenance of hospitals and other 
charities can have their interest and 
sympathy expressed substantially in no 
better way than through life insurance 
which would enable such institutions to 
carry forward, he declared. Dr, Cousins 


Cousins, 
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~ Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


2 to 60. 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 
at 166 W. Jackson Blvd. running through to Quincy and 
Wells Street, right in the heart of Chicago’s Financial 
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in the course of his talk cited a case in 
which an old church that remains in a 
downtown section after most of its in- 
fluential members had moved to more 
fashionable districts was substantially 
endowed with life insurance taken out 
by some of these members and was thus 
jable to carry on its work just as they 
|desired that it should do even though 
|they were no longer actively identified 
with it. He told the life men that there 
is no finer service than presenting such 
j}appeals to those who would have their 
| works live after them. Three new mem- 
; bers were admitted. 

x * 

Kansas City, Mo.—The Kansas City as- 
sociation is promoting attendance on the 
national convention in Los Angeles. C 
R. Mathews, chairman of the _ special 
committee on the subject, has secured 
the appointment of three men already 
who will represent the Kansas City as- 
|} sociation, and others are in prospect. 
|The Kansas City association is making 
plans to greet the life men who pass 
|} through or make stops at Kansas City, 
lon their journey to the Pacific coast. 





| *x* * * 
| Santa Ana, Cal.—The Orange County 
|Life Underwriters’ Club, which is a 


| branch of the Los Angeles association, 
held an enthusiastic dinner-meeting last 
week The principal speaker was E, P. 
Perrine, executive secretary of the Los 
| Angeles association whose subject was 
“Suggestion in Life Insurance Salesman- 
| ship.” Other Los Angeles speakers in- 
cluded Norman F. Clendenen, assistant 
manager of the Travelers; W. K. Murphy, 
general agent Northwestern Mutual; Roy 
R. Roberts, Mutual Benefit; A. F. Coombs, 
agency director New York Life, and J. L. 
Logan, assistant agency manager Pacific 
|Mutual. Alvin Nowatny of the Metro- 
politan is president of the Club, and R. G 
Cartwright of the Travelers is secretary. 
* 7 k 

Los Angeles, Cal.—Edward D. Duffield, 
president of the Prudential, was sched- 
uled as the guest of honor and principal 
speaker at a sales conference of the Los 
Angeles association Wednesday evening, 
Apr. 30. Two vice-presidents of the 
Prudential, Fred W. Tasney and George 
W. Munsick, also were expected to at- 
tend the meeting. The program included 
j an address on “The Psychology of Sales- 
|}manship” by Dr. Walter F. Dexter, lec- 
turer, writer and college president; a 
debate on the subject: “Resolved: 
Straight life is better than long term 
endowment for the average family man,” 
the affirmative being taken by Samuel 
McCurdy of the New York Life, and the 
| negative by R. S. Babcock of the Provi- 
| dent Mutual and a talk by Louis Ullman, 
formerly a member of the theatrical pro- 
fession on the Orpheum Circuit on “Tak- 
ing the frost out of the cold canvass.” 








~ * cK 
Cincinnati, O—The monthly meeting 
lof the Cincinnati association was ad- 


| dressed by George E. Irving, head of the 
| sales educational division of the National 
| Cash Register Company of Dayton, O. 
| After Mr. Irving's address, Ralph Holter- 
| hoof, A. S. Sommer and Charles J. Stern 
| spoke briefly. Mr. Sommer told of the 
|} Plans which are being made to organize 
ja safety division of the Cincinnati 
|Chamber of Commerce, and Mr. Stern 
|told of plans which are being made for 
the Los Angeles convention.’ 


*x* * * 
Quincy, Pl.—The Quincy association 
has been reorganized with a score of 
underwriters in this city as charter 


members. T. R, Evans is president; F. D. 
Cox, vice-president; J. R. Hughes, sec- 
retary-treasurer. 
*x* * * 

Colambus, 0.—The Columbus 
| tion met Wednesday with Dr. D. F. Gar- 
| land of the National Cash Register Com- 
| pany, Dayton, as the principal speaker. 
Members of the association will at- 
|} tend services in the West Broad Street 
lit. the pas church in a body on May 


associa- 


11. The pastor, Rev. L. O. Richmond, is 


|to deliver a special sermon on life in- 


| Surance. 


| L. 
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Luther, agency 
Life and Friend 
Wells, his assistant, were the guests 
of honor of the Lincoln association last 
week. They have been making a coun- 
try-wide tour of the company’s agencies. 
Mr. Lincoln said men who sell life in- 
surance are getting away from the old 
idea that they are peddlers or barkers, 
that they are not selling thousands but 
service. The ideal of service, he added, 
is making better life insurance men out 
of agents. It is teaching them to sell 
an insurance program not an insurance 
policy. To men who argued that they 


Lincoln, 
secretary 
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did not have time to devote to this sort 
of work, he had this answer: “Those who 
give most receive most.” <A vast change 
has already come over life insurance and 
for the better Prospects do not et 
their needs, and it is the job of the agent 
to analyze these first and then offer him 
a program. 

It is the strongest force 
conservation in life insurance if 
man a policy he is apt to 
t under stress If you sell him a pro- 
gram you lessen lapsation because hav- 
ing given him an ideal to work up to 
he is going to cling to that as long as he 
an Mr. Luther said he did not decry 
the employment of part time men, but 
personally he would rather have 15 full- 
time men in a field than 115 part-timers 
The company’s big job is to give more 
thought to the men it puts in the field 

Mr. Wells defined service as the rent a 
man pays for the place he occupies in 
the world He gave a number of suc- 
cessful methods of overcoming stock ob- 
jections. 


making for} 
you} 
drop | 


sell a 


*x* * * 

Nashville, Tenn.—At monthly meeting 
of the Nashville association on Monday, 
the subject of “Life Insurance and Chari- 
ties” was discussed by Chairman Lee J. 
Loventhal. tabbi Richard M. Stern also 
addressed the underwriters, and after- 
ward a round table discussion of the 
subject was held. 

At the meeting Frank Allison was ap- 
pointed to arrange for insurance day in 
the churches on the first Sunday in Octo- 
ber. The state sales congress to be held 
in Nashville on Friday, May 16, was also 
discussed. 

x * * 

Oklahoma City, Okla.—The Oklahoma 
association has launched a campaign of 
constructive advertising directed specifi- 
eally to the farmers. The copy for the 
advertisements is written in the lan- 
guage of the farmer and is inserted in 
farm papers. 

x * * 

Northern California—Members of the 
Northern California association listened 
to an instructive and inspiring program 
at the monthly meeting in San Francisco 
Tuesday. 

“Earl G. 


Manning's Ideas of Insurance 


for Every Business Man” was discussed 
by Oscar LeBart, general agent of the 
New England Mutual Life. Mr. LeBart, 
who is a personal friend of Mr. Man- 
ning and who is entirely familiar with 
his successful charts and methods of 
work, gave a helpful outline of Man- 


ning’s ideas. “Raising the Amount of the 
Application by Using a ‘Program Out- 
line,” by Paul K. Judson of the Penn 
Mutual Life, was a practical demonstra- 
tion of his “program” presentations. 
“Practice vs. Theory” was handled by J 
N. Flowerman. “Sales” was the title of 
an inspiring talk by Coleman Cox, who is 
well known as the editor of “Listen to 
This,” “Just Plain Talk,” and “Take it 
From Me.” 


Illustrated Lew Head 
For Mail Advertising 


HE second in a series of illustrated 
T letterheads for direct mail adver- 
tising is soon to be issued by the 
Bankers Life of DesMoines. This new 
letterhead is printed in six colors and 
illustrates statistics showing the estates 
left by 100 average men and the finan- 
cial condition of 100 average widows 
Che Bankers Life copyright will appear 
on this new letter which ts expected to 
bring the same good results as those 
ealized from the first letter of this ser- 
cs. The first illustrated letter pictures 
the statistics on the life experience of 
100 average men at age 25. This let- 
ter has proved very effective as an aid 
the force in driving home the 
ife insurance idea and hundreds of new 
pplications are written every month on 


sales 


persons receiving this letter. 
Coast Notes 

J. H. Harrop, manager of the Tri- 
State Agency of the Equitable Life of 
New York at Salt Lake City, his wife of 
tl Society, and several friends were 
thrown into a ditch when a car driven 
by Mr. Harrop was struck by train 
ta crossing. The machine was wrecked 
John J. Cadigan, Jr., son of John J 
Cadigan, president of the New World 
Life of Seattle, and supervisor of agents 
f the company, is a San Francisco visi- 


agency 
and 


‘adigan is making an 
of the company 


tor Young ¢ 
tour of the territory 





assisting H 


has been particularly 
Oakland, 


Canhan, general agent at Cal. 


| AVERAGE VALUE SHOWN 


INTERESTING FIGURES GIVEN 
Returns Are Collected from the Offices 
of the Surrogate Registrars in 
Ontario Province 


The Great West Life of Winnipeg has 
assembled some interesting hgures trom 


the returns of the surrogate registrars 
throughout the province of Ontario 
during 1922. It is the wealthiest prov- 
ince in Canada. The figures are inter- 
esting. It says: 

“The number ‘of wills probated dur- 
ing 1922 was 6,989, while the total 


letters of administration 1s- 
same period was 3,656, 
10,645 estates dealt 


number of 
sued during the 
making a total of 
with. 

“The number of people who died dur- 
ing that year, and whose estates were 
under $10,000, was 9,273, out of a total 
of 10,645. 

“The number of people who died with 
estates under $5,000, was 7,897. 

“The number of people who died with 
and the 


estates under $1,000, was 3,599; 
number who died with less than $400 
was 2,059. On a percentage basis, there 


was 90 percent with estates under $10,- 
000; 78 percent under $5,000; 35 percent 
under $1,000 and almost 20 percent less 
than $400. This does not take into con- 
sideration the number who died during 
that period leaving no estate. If these 
were added, the number leaving less 
than $400 would probably be the largest 
total. 

“During 1921 there were 10,321 pro- 
bates or letters of administration issued 
in Ontario and of this number 9,027 left 
estates less than $10,000, while 7,719 leit 
estates less than $5,000; 3,622 estates 
were between $1,000 and $400, and 2,- 
019, leaving something, were less than 
$400. 

“The remarkable similarity of the two 
years’ percentages indicates that the fig- 


ures are probably much the same in 
other provinces and states throughout 
this continent. It is also of great sig- 


nificance to note that the larger propor- 
tion of these estates from $10,000 down, 
were composed of life insurance—with- 
out which even the above figures, which 
represent small enough average results 
for life-time efforts of men, would be 
practically wiped off the slate.” 





HOW WOMEN ARE CLASSIFIED 
Connecticut Mutual Life Gives Informa- 
tion on Its Female Applicants 
for Ten Months Period 


The Connecticut Mutual Life gives 
the list of occupations of 500 women 
insured in the company during the first 





ten months of last vear ‘here were 
122 teachers insured for $219,600 insur- 
ance, average policy $1,800, There were 


81 stenographers for $111,500 insurance, 


average policy $1,377. There were 70 
students for $49,500 insurance, average 
$707. There were 41 clerks for $51,500, 


average policy $1,256; 27 nurses for 


$44,000, with average policy $1,630; 26 
secretaries for $51,500 wits average pol- 
icy of $1,981; 25 bookkeepers for $35,000 
with average policy $1,400; 21 house- 


keepers for $119,500 with average policy 


of $5,690. The rest were scattering. It 
is interesting to know that the largest 
average policy is on insurance agents, 
there being seven insured for $20,500, 
the average policy being $2,929. 


Actuaries to Meet 
meeting of the Amer 
ill be held at the 
Chicago, June 12-13 


The annual ican 


Institute of Actu 
Hotel La Salle, 


arics W 


agent for the Penn 
Mutual at Fargo, N. D., leaves the mid- 
die of May for Portland, Ore., to meet 
Mrs. Lynch and daughter who have spent 
the past few months with relatives in 
California 


state 


D. M. Lynch, 


INSUR ANC E 


E evi T ION 
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We Welcome 


Women 
8 
The Penn Mutvat is proud of its women 
tives. We have them in the Home Office Agency, and in 
many of our other Agencies. PENN Murua men have long 
been accustomed to women co-workers. Recruits are gladly 
welcomed, and in none of our offices are women Agents just 
merely “tolerated.” They produce a large amount of business, 
because of their congenial atmosphere, and because the Penn 
MutTvaAc is liberal in its attitude toward female risks. 
The Penn MutTvAt recognizes that life insurance is a 
profession peculiarly adapted to the woman worker, and for 
which the woman worker is peculiarly adapted 


representa- 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 














Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incerporated Under ne oe Maryland, 1882 
Standard Ordinary and Industrial Policies 


. C. MAGINNIS, President 
; BARRY MAHOOL, Vice-President 





J. N. WARFIRLD, Jr. 8 
Dr. J. H GLE RT, Medical Director 








A. MOORMAN & COMPANY 


ARCHITECTS ENGINEERS BUILDERS 


Financial and Insurance Buildings 
A Nation-wide Service 
Under Our Service: 
One organization is responsible for the entire opera- 
tion. 
The cost is determined before the final working plans 
are made. 
The construction period is usually about one-half the 
average time required. 
Finer workmanship is possible because of our special- 
ization upon monumental types of buildings. 


Sixth Floor, Chamber of Commerce Bldg. 


Saint Paul, Minnesota 
A _— explaining the scope of our service sent upon request. 

















The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 


=a 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 
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The COLUMBIA LIFE INSURANCE 
COMPANY 


of CINCINNATI, OHIO 


ESTABLISHED 1902 


Attractive General Agency Openings 
in Ohio, Indiana and Kentucky 


SUMNER M. CROSS, President 





















OF OES MOINES, IOWA... 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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©) The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT **° MONTHLY INCOME INSURANCE 


Slate LATEST POLICIES AND AGENCY CONTRACT Ba'USZ HE 
Openings Ohio, Ind., Ky... Mich., W. Va., Tex. and Okla, Write Columbas 











Capital $200,000 





7 life insurance agent who 
wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 





GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissett, Vice-PrREs. 


DAYTON, OHIO 

















A text book for beginnera, « review book for experienced men, a book that every life insurance man should 
bhave—Jacob A. Jacksun’s “Easy Lessons in Life Insurance.’ g1.69, including Quiz Book supplement. The 
| Nationa! Underwriter, 1362 Insurance Exchange, Chicago ‘ 











| UNION CENTRAL HEAD 
TALKS AT CONVENTION 


liberalization of contracts had been one 
of the great helps in reaching the first 
billion. 

Mr. Sage believes that while every ef- 
fort should be made to make the poli- 
cies serve the policyholder, companies 
should exercise the greatest care in the 
writing of income settlement provisions, 
sticking to conservative clauses of such 
a nature that they are not likely to be 
contested in the courts. He called atten- 
tion also to the extra costs of these spe- 
cial income settlement provisions, both 
in the matter of preparation and in set- 
tling claims. The disability clause, con- 
sistency in medical selection and accept- 
ance of women policyholders were given 
as additional helps in reaching the first 
billion of insurance. 


Business Is Conserved 


Probably the most startling statement 
in President Sage’s address was what 
he said about the success of the home 
office in conserving business. During 
the last six months the home office has 
succeeded in reviving 2,047 policies in- 
volving over $5,060,000 of insurance, 
policies which had been given up by the 
agent. This means a conservation on 
business of $10,500,000 a year. Forty- 
two percent of all the cases on which 
the home office worked were revived. In 
oirer words nearly one-half of the poli- 
cies which the home office sought to 
revive and which the agents had given 
up as lost were brought back on the 
books by correspondence from the home 
office. President Sage believed that this 
indicated an opportunity for all agents 


to improve methods for the conserva- 
tion of business. 

That the Union Central wili reach its 
second billion of insurance within six 
or seven years was the prediction of 
President Sage. 

M. G. Hodnette of Denver next de- 
Jivered a_ stirring address on “The 
Union Central.” 

Charles Hommeyer'’s Talk 

Charles Hommeyer, superintendent of 
agencies, was the first speaker at the 
Tuesday morning session, taking for his 


subject, “The Value of Criticism.” Mr. 
Hommeyer discussed this subject in 
general and then made particular appli- 
cations of it to the problems of the life 
insurance agent, asserting that criticism 
which was given with the heart to help 
and accepted from a friend who took sn 
interest in him was sure to be of value 
to an agent. 

Income and estate taxes were dis- 
cussed both by Maurice Joachim and 
Preble Tucker of the New York office. 
Mr. Tucker's address was upon techni- 
cal points in the interpretation of inter- 
nal revenue bureau rulings. Jerome 
Clark, assistant superintendent of agen- 
cies, then told how the home office was 
being carried to the field forces. 


Big Producers Introduced 


Vice-President Williams introduced 28 
Union Central agents who wrote $500,- 
000 or more in 1923, paid for business, 
all in the Union Central. The total pro- 
duction of these men reached nearly 
$20,000,000. Each was presented with a 
special certificate signed by the officers 
of the company. 

R. A. Sasseen of the New York office 
led the list with the production of $2,- 
000,000. Jos. Gross of New York was 
next with $1,333,050. 

Mr. Hommeyer announced that one 
of the significant facts about these men 
was that all but two of them were on 
the honor roll in 1920 and that several 
of the men for two years had produced 
one or more applications each week. 

Financial Policy on Farm Loans 


The first speaker at the afternoon 
session Tuesday was Treasurer Jesse 
Clark, who explained the financial policy 
of the Union Central with respect to 
farm loans. Mr. 


Clark said that the 
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since 1909, the average being 6.15 per- 
cent. He predicted that this would cer- 
tainly show a decrease next year. He 
said that the Union Central would al- 
ways be a low cost company and that 
if it became necessary in maintaining it 
as such to change the financial policy 
to include other than farm loans, that 
would be done. He named Idaho, Mon- 
tana and North Dakota as the north- 
western states most severely affected by 
present unfavorable economic conditions 
but said that farm failures in that terri- 
tory were no more numerous in propor- 
tion to the men engaged in that occupa- 
tion than were the failures among banks 
and commercial institutions. 

W. G. Benway of Seattle said that be- 
fore his experience as a life insurance 
agent he had been a salesman traveling 
all over the country and had regularly 
reported all his interviews and carefully 
planned his work. This practice carried 
over to the life insurance business had 
been of great assistance to him in mak- 
ing a good production record. Edward 
S. Brashears of Washington spoke on 
“The Life Agent in His Community.” 





Rates of Interest Now 


Allowed by Companies 


HE following are 1924 rates on funds 
left with life insurance companies 
with interest reported thus far: 








Ramete, MUCUS] .cccccccesccccsesccece 4.5 
Dh cequeekesse catenseun eee oassaws 4.5 
DEED cccaneececeeeeseoceoeceeeecee 5.4 
Bankers, Ia. 

Proceeds of policies ..........++-. 5 

PRUNES. BERS ccccccvcccceesacees 4.8 
PD cadcpevececnneescoeeeseses 4.5 
EOE cccccsnecccoceverseccosecscceve 5 
Cn Ph 2. ceeoseencbneesueneoe 4 
Central States, Mo, ........-e-eeeee 5 
Colmmbia, ORIG. ..ccccccccccsccccces 4.5 
COOCMMEDRS BEBCUR! 2... ccccccccccscccs 4 
Connecticut General ...........e0+. 5 
Connecticut Mutual ............e6. 4.7 
Pn 2 Ws esvcesoncecsecesesus 4.5 
Pe Dh, cccneecvereveseseneees 4.8 
WUOEEEN DOGMEE cccccccccceccocesess 4.6 
George Washington ..........6+6+:+ 5 
tt Sn vecoestteneceseanucee 5.5 
SPE WPOUEEET ccccccecccccuccsecees 6.5 
EOE, BE. Be cocccccesceccoeeeeee 4.8 
MONS EAD Bee Bo covccccecesesscsse 4.5 
Indianapolis ...... onndiheeedeanenees 4.75 
DOUEEEGEE, BEM, seccescccesceeese 5.4 
SOMOTUOM BOBMGOTE cc cccccccsccccece 5 
John Hancock Mutual wee oo OS 
DMEOERD coceeceonsceeccosccse . & 
DERMUCROCCUPOTS cccccccccccccccescese 
BEOSPIRRE TACO ccccccccccccccccevece 4.5 
Massachusetts Mutual .............- 4.75 
Metropolitan (1923 rate) ........... 4.5 
DE PEE cccccececvceseoeseos 4.5 
Minnesota Mutual ..........-e-ee0es 5 
DEROUEE GMO cccccoscccoccecoseces 5 
CT Svcs us cob 66 esekenawke 4.7 
Ps Pe OE Be cesavessscoveesee 4.5 
i? ih Ci asessesdecacveveses 5 
Mutual Trust ....cccces SGeeeneceves 5 
TC: CN .ccosncereceovcss 5 
Pe Pk CE seceevensseveseoes 4.7 
PD «cs nncncweseseeven 5 
New England Mutual ............. 4.7 
A 3 "ee 4.5 
DGD. EO CPMEccccecccvceces 5 
Northwestern Mutual .............+. 4.8 
Northwestern National ............ 5 
PR. ice veh ucetabnnkeees unt 4 
De a creceduekeadvavecenene 4.75 
i Ce acecthivcousceeavaease 4.75 
Pe. verse sinctesedceeteseawes 4.6 
CVE: <ccdteéeaneunnnaankeaet 5 
PO, PEE scoccrccccecvesensee 4.6 
Dt Stetteciatereonvenceosesens tes 5 
Tt Pe cascaeheneceossconeeveees 6 
Presbyterian Ministers ............. 4.25 
Te CE 9 00¢e56sé Gene en unens 5 
Provident Mutual . 4.75 
Prudential ....... 4.5 
Register, Ia. ..... 5 
Ph Mh <csegenacdeoneeeaesens 4.75 
Se | ee ee 5 
Security Mutual, Neb, ...cccccsccess 4.1 
i Ce eee wad sabe wees én ks 4.75 
? Bn, esconcesescoenn 4.6 
2) te Pecos eegeseqeenenveoees 5 
Toledo Travelers— 

Proceeds of policies ......... ome ae 

Dividends ....... ee ree 31% 
tt Se  cccgaveteecenenseedee 5 
Union Mutual bvebtedanens 4.2 
Tt CD cessencoeeeetencesds 5 
Pe: GE ssc coneeees¢ehuneeeeeeen 5 
POE ED ‘eoorecrceccéusseseses 4.5 


FOUND NO MONEY 

One of our men left the following 
note on the desk of our medical exam- 
iner: 

“Please get Miss Smith from the Peo- 
ple Store and examine her as soon as 
possible She took $1,500." 

The doctor's note to our agent: 

“Examined Miss Smith, but failed to 
find the $1,500."—Field News, Cincin- 
nati. 





1923 was the highest 


interest rate in 
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; TALKS WITH LIFE 


INSURANCE. MEN | 


| 





R M. STUART, of the Washington. | 
e D. C., agency of the Connecticut | 
Mutual Life, studies his prospect to de- | 
termine which of the three appeals will | 
have the greatest effect. These appeals 
are to the sex instinct, the parental in- | 
stinct, and the selfish instinct. 
The strongest is the appeal to the sex | 
nstinct. Lite insurance is sold on an| 
ippeal to a man’s love for his wife more 
frequently than by any other method 
lo the man of this type, the argument | 


that insurance is a sound investment 
seldom has much weight, for he is 
thinking only of his wife's future. | 


The appeal to the parental instinct 1s | 
the second great appeal. Sometimes a} 
man’s chief concern is the protection of 
his children. A little study of the pros- 
pect will usually reveal which of these 
instincts is uppermost in his mind. 


Appeal to Selfish Instinct 


The third appeal is that to the selfish 
instinct. Some men are willing to pro 
vide for their families as long as they 
live, but they can not be persuaded to 
provide for-them after they themselves 
die. An appeal must be made to the 
selfish instinct of such a man. He must 
be made to see life insurance as a good 
investment to provide for his own fu- 
ture welfare and happiness. He will ap- 
preciate the protection feature of the 
policy if an appeal is made to his sel 





tishness. He can sometimes be reached 
through his vanity, if the salesman} 
points out the favorable comments ot 


the world if it is found upon his death | 
that he has left adequate provision for 
his family. This is not a lofty appeal, 
but it may provide protection for his | 
family which otherwise would not be | 
given them. 

The young unmarried man its a 
tinct problem to the imsurance 
man. He must be reached by an appeal 


dis- 


sales- 














INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 





| talkative 


to his love for his parents, to his desire 
to have his own home at some time in 
the future, or to his ambition to get 
ahead. It is necessary to keep in close 
personal touch with the young man 
after he has taken out his policy, to keep 
the insurance in force, and to keep 
awake in him the pride of possession so 
that he will desire to increase his insur 
ance as soon as possible. 

In studying the prospect, get him to 
talk. Every word that he says helps to 
reveal the kind of person he is. It usu 
ally takes little effort to analyze the 
prospect. Frequently he will 
sell himself if he is permitted to talk 
This is especially true of the man who 
boasts that he knows all about insur 
ance. A little flattery on his unusual 
knowledge may be all that is necessary 


But it is of the highest importance that ! 


the salesman avoid argument with such 
a man, or with any prospect for that 
matter Agree with him when neces 
sary, and then answer his objections by 
bringing up other points 


> * * 


ITH four of the best life insurance 

months of the 
the agent should now 
himself. Is he keeping up with his pro 
gram tor the year? In deciding this for 
himself, he must not forget that the 
summer months will soon be here, when 
his own and his prospects’ 
may present a serious obstacle to keep- 
ing up the pace he has set for himself 
Many successful agents endeavor to 
three-fourths of their year’s business 
during the first hali of the year 

Business, of course, can 

in the summer time 
has had a successful 
first part of the year, he must not slow 
down during the summer 
as well to the man who has had a su 


almost gone, 


stop to check 


year 


up 


vacations 


do 


be written 


the agent 
season during the 


Because 


Chis applies 





M 


LIFE INSURANCE EDITION 


| this second week while business 1s com 


ing his way. 
Talk Income to Prospect 


One efficient way to increase the vol 
ume is to show the prospect the inade 
quacy of his lump sum policy. He may 
not realize what a small income his 
family can derive from the amount he 
has provided for them. Talk to him in 
terms of income rather than of princi 
pal, and in this connection explain the 
value of the income policy. One 
man always quotes the income by 
annual figure, and the premiums on a 
monthly basis. This frequently works 
successtully bv keeping in the prospect's 
mind the full value of the income to his 


sales 
the 


family as compared to the standard of 
living to which they are accustomed, 
and shows him the small monthly cost 


as compared to his paycheck 


* * x 

ANY life insurance companies are 
finding a new field in selling insur 
for charitable and philanthropic 
purposes rhis plan is especially ap 
plicable to raising money for college 
endowments. This has been found to 
if the most economical and 
cessful plans for increasing the endow 

ment 
Recently 


ance 


be one ¢« suc 


487 out of a graduating class 





of 500 at the Massachusetts Institute of 
Fechnology were insured for $125,000, 
on the 25-year endowment plan, making 
the a ual individual premium less than 
$10. By the payment of the same an 
nual amount, the class can raise a larger 


fund through life insurance than through 
individual pledges. There are the fur 
ther advantages that the cost of collect 
the premium is assumed by the 
agency instead of by the college. Grad 
are much more likely to keep up 
payment of these premiums than 
pledges 


ing 

uates 
the 
payment ol 


altogether 


|} Connecticut 


27 


cessful week, and is inclined to rest on It is usually very easy to secure the 
| his achievement the next week. He/| consent of the college authorities for 
should put forth even more strenuous | such a program, because there is no 
efforts to keep up the volume during | expense whatever to the college in rais- 
ing money in such a manner, whereas 
the expense is terrific in the ordinary 
endowment drive. Sometimes extra in- 


| dividual policies may be secured on the 
strength of these group policies. 


\ cooperative plan of this sort leads 
to the cementing of college friendships 


and the perpetuating of college spirit 
* * * 
HE company is endlessly trying to 


train its salesmen to make the proper 
approach, but this preparation 1s not 
up to the company, says B. 
the Boston agency of the 
Mutual Life. The respon- 
sibility lies with the salesman, mentally, 
morally and physically 

Getting into the proper frame of mind 


Hathaway ot 


is of the highest importance for making 
the approach. The salesman must de 
velop a calm manner and a mastery ol 


himself through thinking only positive, 


appy thoughts all the time, day in and 
day out, through believing in himself 
and visualizing the achievement of his 
purpose. Rushing trom one prospect to 
another without stopping for a little 
relaxation and recovery to seli-posses- 
sion is disastrous. Mr. Hathaway says 
that in his early experience he was 
guilty of this blunder, until one of his 
nstructors advised him to hold himself 


down, and reneat the word “Steady, 
steady,” to himself before going to call 
upon any prospect. He noticed an im 


mediate change in his prospect's recep 


tion 
Keeping Morally Fit 

t is of the utmost importance to keep 
n condition morally \ man’s character 
is reflected in his face, his bearing, 
and in his dress. The salesman should 
be well-dressed and neat, but never 
flashy Most business men size up a 
mans character at the outset, by his 
al carance and his opening words 

(; 1 nhysical condition is ; prerequ! 
site t the right mental attitude, and 





_ The Story of The Inter-Southern Life 
FROM THE HEART OF A LITTLE GIRL 


Annie Denman in The Insurance Field, August 17, 1923 


Daddy, if you know we're hungry, 
Know that we are very poor, 
It must break your heart in Heaven 


"Cause you never did insure! 


Mamma wonders why you didn’t 
Save the dimes you threw away; 
But you felt too strong and healthy, 


For insurance, people say. 


You were taken without warning, 


Leaving us to fight alone, 


You’d have taken out insurance, 
Daddy, if you’d only known! 
*Twasn't that you didn’t love us, 


I recall how dear you were; 


But your little girl must suffer 
‘Cause you failed to save for her! 


Mamma just can’t make the living; 
She is wearing out, she said! 

I shall have to miss some schooling 
For the sake of daily bread. 

When she’s gone, I guess they'll take me 
To a place of charity 

To be clothed and fed; but, Daddy, 
It can Ne’er be home to me. 


| 


| 
} 


| 
| 
) 
| 
/ 
| 


) 


| 
| 
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Mary’s daddy left insurance, i 


And their home will still be theirs, 


They're not hungry. Sometimes Mary 


Gives me cast-off clothes she wears. } 
They don’t have to take in sewing. 

Mary’s mamma doesn’t cry, 
For her daddy left insurance, 


But you didn’t, Daddy—WH Y? 


Gains for 1923—Forty-Two Per Cent. 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
Eighteenth Year 


LOUISVILLE 





The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


KENTUCKY 








New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON jy wey — iidine 
OHNC. HIGDON Kansas City, Me 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


$10-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








IREDERIC S. WITHINGTON 

CONSULTING ACTUARY 

948-949 Insurance Saiee Bee 
Tel. Walnut 3761 DES 








J. McCOMB 
. COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 
wes, etc., Calculated. Valuations 
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an alert mind. 
temperance in eating as well as in 
everything else, will go far towards 
keeping one fit. 

Eliminates Trick Openings 


Mr. Hathaway does not believe in 
trick openings. It is only necessary to 
impress upon the prospect your own 
honesty and sincerity, and desire to be- 
friend him. As soon as you can lead 
the conversation to his own personal 
affairs, you are on the way to the close. 
You must plan your interview so that 
vou have a definite proposal to make 
to him. Few men will care to take the 
time to discuss life insurance in gen- 
eral, but almost anyone will consider a 
definite proposal. Let him know that 
you have the highest respect for your 
profession, and he will in all probability 
give you consideration. 
to make an explanation in less than 10 
or 15 minutes, and do not hesitate to 
ask to sit down at his desk. In the 
meantime you must be studying the 
prospect to decide whether you are go- 
ing to shoot hard and fast, leaving a lot 
to his inference, or to proceed slowly, 
making each point clear. 

Above all, remember that each ap- 
proach is an offer of service, and that 
failure in just one case may mean dis- 
aster for that man’s wife and children. 

es 6 


GENTS frequently overlook the 
great opportunities for insuring a 
family against all possible contingencies. 
A man may be carrying a policy, but 
that certainly does not mean that he is 
no longer a prospect. The wise agent 
is the one who sells insurance to cover 
every possibility. 
In the first place, the prospect should 
carry adequate insurance to provide an 
income that will keep his family accord- 
ing to the standard of life to which the 
members have been accustomed. This 
can be done if the family lives on a bud- 
get system, and carefully sets aside the 
premium out of each pay check. 


Many Avenues of Approach 


Then, of course, he will provide a 
lump sum policy to care for immediate 
expenses and inheritance taxes. This 
policy should contain the broadest dis- 
ability benefits the company allows. 

Each of the children should have a 
college education guaranteed by an ade- 
quate educational policy. The man who 
is trying to provide for his family will 
not permit his children to run the risk 
of being denied an education. 

And if he has always cherished a de- 
Sire to do something in the way of 
philanthropy, he can provide for it 
through life insurance, although he may 
never be wealthy enough to do it by 
any other plan. 

The provident man will also think of 
his business. He will provide for a co- 
partnership agreement supplemented by 
an automatic bill of sale to guarantee 
that, in case of his death, his partner 
will be able to buy out his share for 
cash and turn the money over to his 
beneficiary. He will be able to do the 
same in case of his partner's death. 

He also finds it good business to take 
out group insurance covering his em- 
ployees. It does not cost much and it 
does help reduce costly labor turnover. 


*x* * * 


NUSUAL or trick methods of ap- 

proach are not suited to the per- 
sonality of every agent, but some find 
them invaluable in securing the atten- 
tion of the prospect when other meth- 
ods would probably fail. One of the 
most important parts of the interview 
is to “break the ice,” which is frequently 
done much more quickly and effectively 
by something out of the ordinary. 


Some Unique Methods 


One highly successful salesman al- 
ways puts his coat and hat on the floor 
when he enters an office. This usually 
secures the attention of the prospect. 
because almost invariably he would 
jump up and offer to hang them up. 
This afforded the salesman his opening. 

Another agent handed a newspaper 
clipping to the girl, requesting her to 
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DR. J. B. JACK TELLS 
EFFECTS OF ALCOHOL 


Speaks From the Standpoint of 
the Life Insurance Medical 
Expert 


POINTS OUT THE DANGERS 


New Situation Has Been Created by 
the Prohibition Act—Health Is 
Being Undermined. 


Dr. J. B. Jack of Chicago, well known 
medical life insurance examiner, who 
has given much thought to the medical 
side of the business, made some com- 
ment at the recent meeting of the Na- 
tional Association of Mutual Life Un- 
derwriters on “The Alcoholic Risk.”. Dr 
Jack said in the course of his remarks: 

“T am not undertaking to give a 
scientific dissertation on alcohol or on 
alcoholism as a disease. I am consid- 
ering the alcoholic risk from the life 
underwriter’s view point, as the alco- 
holic risk. is today and as we see him. 
An alcoholic risk may be defined as a 
person who uses alcoholic beverages to 
excess at intervals, more or less fre- 
quent. Alcohol is taken to excess when 
the drinker feels the effect one hour after 
ingestion. 

Question Is Important 

“The question of alcoholism was 
never more important, perhaps, in_ the 
history of life underwriting than it is 
today. Every 
each applicant for life insurance ques- 
tions similar to the following: 


“How frequently and in what quan- | 


tity do you drink beer, wines, spirits 
and other intoxicants? How frequently 
and in what quantity have you drank in 
the past? Have you within the last five 
vears used any of them to excess? If 
a total abstainer, how long so? Have 
you ever engaged in the manufacture 
or sale of wines, spirits or malt liquors? 
If so, when and how long? Have you 
ever taken treatment for the cure of 
the liquor habit? If so, when and 
where? 
Get at Prospect’s Habits 


“These questions show in a measure 
the importance the companies attach to 
this information and the effort the com- 
panies make to get the facts regarding 
the applicant’s habits, past and present, 
in the use of alcohol as a beverage and 
with reference to his contact with the 
traffic in alcohol. 

“Applicants very often make jesting 
replies to these serious questions: ‘Can 
it be had?’ ‘Where can we get it?’ ‘Does 
the company still ask such questions, 
now that we have prohibition?” These 


and similar jesting replies show clearly | 
the failure of many applicants | 


enough 
to sense the company’s earnestness in 
seeking this information. 


Has a Sinister Influence 


“The use of alcohol in any form as a 
beverage in prohibition times and espe- 
cially the use of the bootlegging variety 


give it to the “boss.” Usually the boss 
had enough curiositv to ask him to 
come in and explain. Still another 
agent, who had previously been a book 
agent, did not stop to get his prospects’ 
names, but walked into an office and 
slapped a sample policy down before 
the first man he saw, asking him what 
he thought of it. This is not the ap- 
proved method, but it worked. 

These extreme methods may not ap- 
peal to many salesmen, but even the 
most conservative may profit by chang- 
ing their methods slightly from time to 
time, just to keep them new and alive. 


life company asks of | 
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| has a sinister influence psychologically 
|}on many people—it may be likened to 
effect produced by other habit-forming 
drugs. Such applicants, consciously 
guilty of fault in the matter are apt 
to hide it under questioning. The med- 
ical examiner repeats if necessary the 
| pertinent questions, using the tact so 
necessary in the medical investigation 
until the answers are given. If the 
medical examiner knows, believes or 
seriously suspects that the applicant 
has not given all the facts in answer 
to the above questions he will of course 
transmit his views to the medical di- 
rector. The company’s department of 
inspection also covers the question of 
alcoholism thoroughly. 


Becomes Important Factor 


“If the company’s department of se- 
lection gets evidence that the applicant 
is an alcoholic risk you may be assured 
that that fact will be given due and 
| proper consideration before a policy is 
issued to that applicant. If the com- 
pany’s department of selection gets no 
admission or intimation that the appli- 
cant is an alcoholic and the facts be- 
|come known later and within the con- 
testible period of the policy, cancella- 
| tion of the policy because of fraud may 
|-be the action the company will want to 
take. 

“The alcoholic risk is, then, regarded 
by the company as seriously important. 
The reasons are easily understood and 
| may be learned from any text book that 
tells the effect of alcohol acute and 
chronic on the human machine. 


New Situation Created 


“The national prohibition law has 
created a new situation. The manufac- 
ture and distribution of alcoholic bev- 
erages is carried on in a different way 
|}—that is all. I want to say here, paren- 
| thetically, that I am a_ prohibitionist 
| from the ground up. I believe in the 
| national prohibition law but think it 
| does not go far enough. It should ab- 
|solutely prohibit the manufacture of 
j}alcohol. Only one-third of the medical 
profession avails itself of prescription 
| privileges. The national prohibition 
law as it now operates makes it in- 
| creasingly difficult for the user to get 
}the purer and relatively less harmtul 
| product and puts an increasingly greater 
premium on the impure, harmful and 
poisonous bootlegging variety. It is 
apparent that we must now in consid- 
ering the alcoholic risk give thought 
to the effect of illicit whiskey and other 
illicit alcoholic drinks on the human 
machine. Alcohol has always been an 
unfortunate beverage to its user. Un- 
der prohibition, the effect of alcohol on 
the human body is in degree rather than 
in kind. Alcoholic beverages still do 
all they used to do, produce all the bad 
effects they ever did. The difference is 
that they do it more quickly and more 
disastrously. This concerns us as life 
underwriters. Is it then a matter of 
surprise that the life underwriting com- 
panies look with caution—perhaps with 
increasing caution—at the alcoholic risk 
| of today? 


— 


Effect of Alcohol 


“It may help us to a more definitely 
appreciative understanding of the alco- 
holic risk and the way the life under- 
writing companies look at him if we 
| consider briefly the effect of alcohol on 
the human machine. This we will do 
j}under two headings: acute alcoholism 
and chronic alcoholism. 
| “When a large quantity of alcohol is 
taken, the influence is chiefly on the 
nervous system, and is manifested in 
muscular incoordination, mental disturb- 
ance, and finally, narcosis. The individ- 
ual presents a flushed, somtimes a 
slightly cyanosed face, the pulse is full, 
respiration deep. The pupils are di- 
lated. The temperature is frequently 
below normal. Death from narcosis in 
acute alcoholism is, without doubt, more 
frequent than formerly. This concerns 
us as life underwriters. There is still 





greater hazard due to the poisons con- 

tained in the illicit liquors consumed. 
“When the methods of making the 

| illicit product are considered their pois- 
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onous nature is at once seen and under-| yalue to the company he is often hard 
sto . Ninety-nine percent of the whiskey | to ferret out. When found he should 


now being drunk is re-distilled denatured| invariably be declined. Only a super- 
al hol, colored with caramel, flavored| man with super-organs could use alco- I HE MU | UAI i IFE 
} 7 il and| hol of the bootlegging variety without 


with synthetic ethers and fusel oil 

Ss p bark added to give ita bead. The} 5&0 US damage to his bod y tissues, and ’ 
resent so-called rye whiskey is made ther e is no repair for this kind of dam- 
- ¥ ] age. 
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re-distilled denatured alcohol, col —— record of EIGHTY YEARS of prosperous and successful busi- 
ored with caramel and flavored with : It ha seed through tenics. pestilen nd . me 
synthetic ether to give it a rye flavor.| Los Angeles Agency’s Good Record BSee. sg wes Ge peas, posaencs Gee wee S 
Nearly all the so-called Scotch whis-| The tienen Collieenin ia harmed, and to-day, as a result of eight decades of endeavor, 
Nearly é 1€ = SO-Ci Scot 1e souther: alifornia agency at - , - . : : 
k supposed to be smuggled either] Los Angeles of the Aetna Life, of which offers financial strength, reputation, magnitude, leadership, and 
from Canada or from rum-running/ Irwin J. Muma is manager, led that | life insurance service. 
smuggling boats is also redistilled de-| con v’s field in a national contest | . ° ° . 
natured alcohol, artificially colored and} tor the month of March on a per capita Those considering life insurance as 
vored with a synthetic Scotch flavor.| basis in the production of new insur- a profession are invited to apply to 
statistics covering production and} ance. The volume of new business writ 
of denatured alcohol in recent years| ten by this agency was in excess of e 
startling and conclusive enough. | $4.300.0 and it led Philadelphia, Chi- I he Mutual Life Insurance Company 
Here tell what the statistics are briefly. : n and Detroit bv substan- 
e manufacturers of synthetic liquors “al margin The New York record of New York 
pt. by  redistillation to remove| exceeded Los Angeles in gross business 
ful ingredients, but it can not be! but the led o1 per capita basis 
rental inqrecente, Det com not G0; but the lntter led om 8 per capita be 34 Nassau Street, New York 
done t 1s impossible completely to/ The contest resulted in over $70,000,000 
separate these ingredients after they are! of new business. } 





once mixed with alcohol as some are 
volatile at the same temperature as al- ———-—— a aeeieaeeaoumtame - : : 


cohol and others are mechanically car- 


ried over in the distillation. The mak- 
ers of illicit liquor have even redistilled 
completely denatured alcohol—that is 
alcohol containing wood alcohol and 
of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 











benzine. Statistics showing deaths from | 
acute alcoholism in Chicago for 1923 
are not available but would, | doubt 
not, startle us. 


Chronic Cases Worse 

“As important as these facts are with 
reference to acute alcoholism I am of 
the opinion that chronic alcoholism atf-| 
fects us as life underwriters more dis- 
astrously and the victims more terribly. 
It is the slow poisonine of the highly 
organized tissues of the human body by 
chronic alcoholism that most concerns 
us as life underwriters. 

“From time immemorial man _ has} 
used some substances to help increase | 
the joys of life or deaden the edge of 
sorrow, and alcohol in some form has 
probably been the most extensively used | 
ior these purposes. The monuments 
and manuscripts of the past from the 
remotest antiquity down to this day 
contain the records of the widespread 
use of alcohol, of consequent drunken- 
ness and of the evils which follow. 





The 
Policyholders’ 
Company 


Once a Policy- 
holder—Always 
a Prospect. 


Is a Tissue Polson 


“Alcohol used chronically is a tissue 
poison—affecting first and most seri- | 
ously the most highly organized tissues | 
in the human body. The central nerv- | 
ous system slowly degenerates, followed 
by a long line of nervous and mental 
symptoms—irritability of temper—for- 
getfulness—change in moral character— | 
impaired judgment—enfeebled will and 


man ther symptoms follo Alcohol 
oe Se THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
changes in the digestive _system—ca- MILWAUKEE, WISCONSIN 


tarrh of the stomach—impaired appetite 

constipation, etc Changes in the 
liver leading eventually to the various 
forms of cirrhosis: pancreatitis: degen- 
erative changes in the heart and blood 
vessels: fatty heart: dilated heart; hard 


ening of the arteries; and kidney degen- a a ae —_— — — — = 
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Some Selling Suggestions Brought 
Out at the Agency Convention of the 
Union Central Life Agents This Week 


INCINNATI, O., Apr. 30.—One of 
C the interesting features of the 

Union Central Life agents conven- 
tion this week was a symposium of five 
minute talks on selling methods. James 
W. Smither of New Orleans presided 
over this session. Managers Ferguson 
and Daniels and Assistant Superintend- 
ent of Agents Jerome Clark were the 
judges to decide the winner who was 
to receive $20 for making the best sug- 
gestion. 

*. H. Royalty of Jacksonville, Fla., 
stated that a life insurance agent should 
avoid “closing arguments.” He de- 
clared that an argument was a contest 
and once both the prospect and the 
agent were engaged in an argument, 
each wanted to win the contest. He be- 
lieves that first impressions are as im- 
portant in closing as what is said at the 
close of the interview. 


How Blank Sample Case 
Is Used at Start 


He pulled out a very small black 
sample case, made of black leather, just 
about one inch square. He said he 
walks into the prospect and says at 


once that he is a salesman and that he 
carries his sample with him. Then he 
hands the prospect the little black sam- 
ple case. If the prospect is not suf- 
ficiently moved by curiosity to open the 
sample case himself, as he usually is, 


Mr. Royalty suggests that he open it 
and take a look at the sample. 
When the prospect opens the sample 


case he finds a $20 gold piece and this 


Mr. Royalty then tells him is what he 
is selling. He then launches into his 
selling talk, encouraging the prospect 


to ask as many questions as possible, as 
to the cost of these $20 gold pieces, the 
time and manner of their delivery and 
possibilities of their use. He urged al- 
so that agents would many times find 
it more practicable to get a settlement 
on a policy before the application was 
signed for just at the moment when the 
prospect has made up his mind to take 
the policy is the moment when he is 
most likely to be ready to sign a check. 
Point Made in Soliciting 

Those of Large Income 

James J Garland of 
that the Taylor Agency 
been successful in selling many 


Minneapolis said 
in that city had 
men of 








gone. When appealing to selfishness, he 
talks about the old age of the prospect, 
points out that there is but one chance 
in 19 of a man being other than poor in 
his old age and then asks the prospect 
if he would not like to add a picture ot 
pleasant old age to his present collec- 
tion? 

“Thorough Preparation for the Prac- 
tice of the Profession of Life Insurance” 
was the subject of J. Spencer of 
Charlotte, N. C. He said that too many 
agents went no further than to make 
use of wonderful natural abilities in the 
soliciting of life insurance. They never 
made any attempt to get specialized 
knowledge upon their subjects and 
when in competition, particularly upon 
the larger cases, found that they were 
unable to meet it successfully. He said 
that while there were a large number of 
agents, the number of them who made 
any attempt to master the profession 
were very few. Therefore there is little 
competition on cases where real knowl- 
edge of the subject is necessary. Among 
the possibilities of specialized knowl- 
edge, he suggested information about 
the making of wills, writing beneficiary 
clauses, arranging of estates and the 
group information on inheritance taxes. 
He closed by calling upon the entire 
convention to repeat, “Knowledge is 
Power.” 

Five Suggestions Were Made 

By An Agency Leader 


Five suggestions were made by Ben- 
jamin F, Coley, an agency supervisor 
of the Union Central. First, that the 
agent learn before the interview whether 
or not the man he intends to call on is 
really a prospect; secondly, that the 
agent determine whether this man can 
be sold by himself or whether he is or 
a type which might be very difficult for 
a man of his (the agent’s) personality 
or training to sell; third, that if pos- 
sible the agent get a personal introduc- 


tion to the prospect using if possible 
signed cards of introduction; fourth, 
that the agents all make use of letters 


available from the home office for open- 
ing the way to interviews and finally 
that every agent read extensively not 
only his own business literature but also 
such other books and magazines as 
would help him in meeting successfully 
the men of many different occupations 


land outlooks upon life. 


large incomes there by emphasizing the 
fact that they were the kind of men who | 
ought to be insured. The agent tells 
his prospect that 75 vears ago, though 


just as much iron in the 


Mes- | 


there was 

aba Range as now, the farm lands were 
just as rich, and just as much water 
flowed down the Mississippi, yet there 
was nothing there which would induce 
anybody to pay $1,000 for 10 acres of | 


says the agent to the 


the land. What, 


prospect, has changed all this so that 
now there is a flourishing city. great 
iron mines and a prosperous farming 
population? Nothing more than men 
that is represented in the prospect him- 
self. This the agent has used to em- 
phasize in the mind of the prospect 
human values, what they create and 
what they are. Thus the agent empha- 


sizes in the mind of the prospect the 
fact that he represents a great human 
value which should be insured 


Idealism and Selfishness 
Used in the Close 


{| J. Fisher of Topeka, Kansas, predi 
cates the closing talk on “Idealism and 
Selfishness.” Under idealism he paints 


child getting his col- 
wife and family re- 
after the father has 


the picture of the 


lege education, the 


ceiving 


income 


Membership List of the 
Chamber of Commerce Used 


The membership list of the _ locai 
chamber of commerce forms one of the 
principal sources of prospects or leads 
him, said D. McPherson of Roch- 
N. Y. He goes over this mem- 
bership directory and makes up what 
he calls his “K.” “S.” and blank or “B” 
groups. “K.” represents those people 
whom he knows and who know 
“S.” is the mark given to those whom 
he knows by sight but who do not know 
him and the “B’s” are of course those 
with whom there is no acquaintance on 
either side. He urged that all life men 
take an active part in all civic enter 
prises stating that as vice-chairman of 
the membership committee of the Roch- 
ester Chamber of Commerce he had met 
members one year and 700 an 
While he did not call upon 
men at once for life insurance or 
even during his term of office, that fund 
of acquaintance has been of wonderful 
value to him in increasing production 
He particularly urged that the men 
should not be afraid of asking their 
friends to secure interviews for them. 
He said that he goes after a friend just 


ior 


ester, 


600 new 
other year. 
these 





| wives of the 





doctor’s 


| no ground for fear on the 


{ the best talk to C. D 


him; | 


as vigorously for securing introductions 
to others as he does for original busi- 
ness. 


Fac-Simile CheckBook 
Is Used to Advantage 


Another special plan used by Mr. 
McPherson is the preparation of a fac- 
simile check book with black leather 
binder. This black leather binder of the 
check book has two window openings, 
one at the top and one at the bottom 
of the outside front cover. In the open- 
ing of the top of the outside front cover 
is the name of the local bank at which 
the prospect does his business and at 
the bottom is the name of his wife. Mr. 
McPherson said that in Rochester in- 
terested parties had been successful in 
getting the publishers of the city direc- 
tory to print the first names of the 
citizens and that this had 
been a great aid to them. During the 
canvass he hands this check book, with 
the name of the man’s wife on it to the 
prospect and then tells him now he will 
deliver this check book to the man’s 
wife, containing 240 checks for $50 each 
to be used by the wife, provided not 
more than one is drawn each month. 
The last method suggested by Mr. Mc- 
Pherson was the clipping of family pic- 
tures or houses from the daily papers 
and their picture sections. These could 
be used effectively in the aproach, he 
said. 


Value of Character Should 
Be Well Recognized 


R. L. Stephenson of San Francisco, 
emphasized the value of character in the 
writing of business both at home and at 
the home office. He said that the char- 


acter of a life insurance man and his 
good cheer were among the most im- 
portant factors in determining the 


amount of business which he was writ- 
ing. 

That the resistance of many prospects 
is really due to their fear of the medi- 
cal examination was the statement of 
W. Howard Cox, assistant secretary. 
Mr. Cox said that the experience in the 


Shuff Agency at Cincinnati had com- 
pletely convinced everyone that this 
fear of the medical examination was 


present many times when least expected 
by the agent and in order to remove the 
resistance to sale which lies in this 
fear, Mr. Cox said that he goes over the 

blanks with the prospect, in 
way as to convince him that it 
is no ordeal at all in taking the 
examination and that there is 
part of the 
prospect. Many times, said Mr. 
the agent because he has not suspected 
the presence of this sales resistance is 
giving his customers a free course in 
life insurance salesmanship without clos- 
ing the business. 
Prize Was Awarded 

to Cleveland Agent 

The 


such a 
really 
medical 


judges awarded the $20 prize tor 
Reynard of Cleve- 
who has been writing life 
last six months only 
writing at the rate of 
Mr. 
will draw a picture of 
the policy for him. He makes a rough 
sketch of a bag of gold, giving a talk at 
the same time and stating that what the 
company does is to set 


land, a man 
insurance for the 
and who is now 
$500,000 a year. 

prospect that he 





| a policy: 


| a rap on the door there. 


| belongs to 
| made the proper provision, 


Cox, | 


| we have 


| in that it 


posits, which by the way will get less 
and less each year while the policy is in 
force. 

“No doubt under any ordinary plan, 
you would expect to put at least $5,000 
into the box in order to get $5,000 out 
of the bag but we have a very good 
company and we arrange it so that you 
only put about $4,000 in the box in or- 
der to get this $5,000 bag. Now if you 
do die, Mr. Prospect, before old age, the 
chances are that it will be by accident 
and in that event our company has set 
aside a second $5,000 bag of gold which 
will be paid to your estate.” 


Second Session of 
Five-Minute Talks 


Five-minute talks on selling methods 
were made by ten speakers in one ses- 
sion while John L. Shuff at Cincinnati 
presided. W. Gray Harris of Spring- 
field, Mass., said that human interest 
was always of superior value in solicit- 
ing than statistics of dry facts. He was 
sitting in the library of his prospect one 
evening and had been told by this pros- 
pect that he did not want any life in- 
surance. The following canvass brought 
“George, have you taken care 
of the old man?” The prospect replied 


that Harris knew his father had been 
dead for many years. “Listen, George, 
let us picture ourselves in this same 


room long years away. We are sitting 
here just as we are now and there comes 
You listen in- 
tently to make sure that you heard a 
knock and the knocking comes again. 
You go to the door and at first you see 
nothing except the storm and the rain 
outside. After a bit you see the face 
and features of an old man who says 
to you, ‘Don’t you know me? I have 
been on my way a long time. Have 
you some porridge for me and a place 
for me to sleep?’ And as you look more 
closely you see that the face and form 
you. George, if you have 
you will be 
able to welcome that old man, ask him 
to come in and enjoy the hospitality you 
would like to give him.” 


Sales Method Used 
by a New York Agent 


R. D. Boyd of Gloversville, N. Y., 
not only writes life insurance but also 
handles all other lines of insurance. He 
found the following sales method effec- 
tive: He says to the prospect, “When I 
want to sell you fire insurance, Mr. 
Jones, I do not say to you, ‘Now you 
need $10,000 more of fire insurance’ un- 
til we have gone over your inventory 
or at least you have gone over it and 
determined how much fire in- 
ought to have. Now 
like fire insurance 
for certain spe- 
down and make 


surance you really 
life insurance is just 
is taken out 
Let’s sit 


cific needs. 


| an inventory of your life insurance needs 


just as for fire insurance we 
what should be written.’ 
the idea of program 


so. that 
may determine 
Follow this with 


| insurance. 


Reynard tells the | 


this 
aside this $5,000 | 


bag of gold at the home office, and 
speaking to the prospect, says, “It has 
your name and that of your wife on it. 
Now there is the bag of gold and this 
little line to the left represents compar- 
atively what you are going to pay now 
to put this $5000 bag of gold in your 
own name at once You know Mr 
Prospect that is more money that 74 
percent of the people have when they 
die. Now we have arranged also at the 
home office to have a little box into | 
which you are going to put your de- 


Approach That Lorin Hord 
Has Found Successful 


Lorin Hord of Minneapolis, who has 
written more than $1,000,600 of life in- 
surance since last August, has found 
approach valuable: He asks the 
“Can you get life insurance?” 
usually answers, “Sure, 
Mr. Hord begins to 
ask him a number of questions, as for 
instance, “Have you ever had appen- 
dicitis? Have you ever been operated 
on?” This approach, says Mr. Hord, 
gets the prospect's interest and atten- 
tion, eliminates him at once if he is in 
elligible from the physical viewpoint and 
helps to eliminate any fear of rejection. 

George H. Tracy of Boston said that 
a widow who had learned that her hus- 
band permitted life insurance to lapse 


prospect, 
The prospect 
certainly.” Then 
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had the tomb stone maker to add these 
words below the familiar “Rest in 
Peace”: “Until I Get There.” 


Uses Medical Information 
To Great Advantage 


Dr. D. G, Davis of Washington, D. 
C., has a medical education and makes 
use of this in getting a decision upon a 
minor point before having the prospect 
sign the application. When he has the 
prospect at the point wherc he feels that 
a decision is ready to be made he 
reaches over, takes the prospect's wrist 
and says, “Let me feel your pulse.” He 
follows that with, “Would you mind 
letting me listen to your heart beat?” 
Of course the prospect is interested and 
Mr. Davis says, “Yes, they are all right 
such a way as to take advantage of spe- 
but I suggest that you have our physi- 
cian examine you, take your blood pres- 
sure and measure your reflexes and 
then we will continue our conversation 
afterwards.” Usually that gets the med- 
ical examination and the decision has 
been made. 


Discussed Income and 
Estate Taxes 


Maurice E. Joachim of the New York 
office of the Union Central discussed 
income and estate taxes as applied to 
life insurance before the Union Central 
Agency Convention in Cincinnati. Mr. 
Joachim has made a special study of 
this subject. He said that his talk was 
intended to deal with the situation when 
prospects have been sold on the idea of 
taking out life insurance and are inter- 
ested in the question of the validity of 
deducting premiums in reporting income 
for taxation. 

Prominent lawyers sometimes give 
incorrect advice to clients relative to 
the effect of the income tax law upon 
life insurance premiums, said Mr. 
Joachim. Thus, a well known New York 
lawyer advised a client that if he took 
out an insurance policy upon the life of 
his father, the proceeds of the policy, in 








the event of the death of the father, 
above the amount of the premiums paid, 
would be subject to income tax. This 
was clearly incorrect, said Mr. Joachim. 

A man who has paid out premiums to 
a life insurance company and then drops 
the policy, accepting a cash value which 
is less than the amount of the premiums 
which he has paid in, can not deduct the 
difference as a loss in reporting his in- 
come tax. 

Premiums on a life insurance policy 
payable to a _ charitable 
normally exempt from and 


the tax, 





organization, | 


named as irrevocable beneficiary, if the | 
preumims, together with other gifts o1| 


the insured do not total more than 15 
percent of his total income, are deducti- 
ble from gross income. If, however, a 
person desiring to leave money to a 
charitable institution should sign a note 
payable upon his death and then take 
out a life insurance policy 
his estate in order to cover the note, the 
premiums on the policy would not be 
deductible. 


Explains Relation of 
Creditor and Debtor 


If a creditor takes out a policy on the 
debtor, accepting the policy as collateral 
for a loan, the creditor himself pays the 
premium on the policy, he can deduct 
the premium as business expenses. Ii, 
however, the circumstances are the same 
except that the debtor takes out the in- 
surance to protect his own debts, and 
pays the premiums himself, he can not 
deduct these premiums in reporting his 
income tax. 

In the case of a partnership where a 
new partner comes into a firm with cap- 
ital and insists that the old partner shall 
insure in his favor, the original partner 
may take out the insurance on his life 


payable to} 


payable to the new partner and deduct 


the premiums as a business expense in 
reporting for income taxes. 

A corporation which takes out insur- 
ance upon one of its officials so that the 
proceeds are paid to the coporation or 
in such a way as to be of indirect bene- 


' 


fit to the corporation is not permitted | 
deduct the premiums as expenses, 
since it is contended by the Internal 
Revenue Department that the insurance | 
will eventually reach the stockholders 
in the form of dividends. Likewise, if | 
a corporation increases the salary of a 
salesman upon the express condition 
that he take out a life insurance policy 
making the corporation his beneficiary, 
the corporation can not include the en- 
tire increased salary as expenses but 
can deduct only the difference between 
the increased salary and the insurance 
premium which the salesman himself is 
paying. 

Mr. Joachim said there were six ways 
by which a man might put his estate | 
in more favorable position with respect | 
to inheritance taxes. First, he might 
buy favorably situated securities. Some 
securities are taxable under the inheri- 
tance tax laws of several states while 
others escape that multiple taxation. 
Mr. Joachim cited New York Central 
stock as an unfavorably situated stock, 
since it was taxed under the inheritance 
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cial 
hiciaries. 
ing company for 


privileges accorded certain bene- 
Third, he might form a hold- 
his real estate. Fourth, 
he might create trusts of his personal 
property. Fiith, he might select a fa- 
vorable state of residence and finally, 
most important of all, he can carry 
sufficient life insurance. 

In conclusion, Mr. Joachim urged that 
life insurance men should keep away 
from discussions of the constitutionality 
of the taxation laws, the validity of the 
treasury rulings and also lean toward a 
conservative interpretation of the law. 
A liberal interpretation of the treasury 
rulings or taxation laws are likely to 
prove a boomerang to life insurance. 
Mr. Joachim also criticized severely 
those brokers who have not made a 
careful study of life insurance but who 
follow the expert life insurance man 
about, using his brains and expert ad- 
vice in writing policies for their clients. 
He said that not all brokers were of this 
type but that many of them accepted 
the brains of experts in the field with- 


tax laws of several states and of the! out the slightest recognition of the fact 
federal government. Secondly, the prop- | that they were poaching as much as 
erty owner might prepare his will in| though they had actually gone out and 
such a way a sto take advantage of spe- | taken property of another man 
— 
T 
OUTLINES SALES PROGRAM IN USE BY 
T 
NATIONAL CASH REGISTER COMPANY 
=! 
HE fundamental basis of the Na-] schools, he illustrated by telling his 
tional Cash Register’s selling and | audience that the company had spent 
teaching plans lies in the making of | $91,000 for one school conducted this 
an appeal to the eye as well as to the] year In these sales schools, an effort 
ear. This was emphasized by George] is made to teach no complicated sales 
E. Irving, head of the sales educational| methods, but to make everything so 


division of the National Cash Register 
Company of Dayton in an address be- 
fore the Cincinnati Life Underwriters 
Association last week. Mr. Irving em- 
phasized it not only in his talk but also 
by using charts while speaking. | 

Just how much the National Cash 
Register Company believes in sales | 


plain to the salesman that he in turn 
may make it just as plain to his pros- 
pect, so plain that even a butcher any- 
where could understand it 

The best way of selling is also the 
best way of teaching, that is to educate 
or draw out by the asking of leading 
questions. Salesmen too often seek to 
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PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE............... 83 per cent 
ff ya errr 31 per cent 
"2 Sa erererrrrrrr rere 26 per cent 
oid heed cn ieee 8 064ks ecneeie 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 
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The Great Agricultural District 


of the United States is fast coming to the front. 


The Security Mutual Life has some splendid general agency 
opportunities for men of character, energy and initiative in Iowa, 
South Dakota, Kansas, Oklahoma, Wyoming—The ‘“‘Bread Basket 


of the World.”’ 


Write to M. A. Hyde, Assistant Secretary, for information 
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Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 


to $1,000.00 with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


acdsee sebbAUSGeSkobane shh doureseuleuneuuaswed $ 36,916,613.75 
RE IRS PRS EIS ESR ES SOREN ty ERE repo 32,373,207.24 
i i. cc cebirnsenitersteedebestnsnseiaeueuned 4,543,406.51 
i ea aciies keaera alae 255,168,568.00 
I Pe wi ial te th hale nth ell a 2,696,034.43 
Total Payments to Policyholders since Organization......... 32,747,895.35 


JOHN G. WALKER, President 
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Send tea ceats 
Chicage. 











instruct the prospect rather than to edu- 
cate him. Instruct, as John H. Patter- 
son, the first president of the Cash Reg- 
ister Company, often pointed out, means 
to push in and that is what the sales- 
man too often is trying to do instead of 
drawing the prospect out and letting 
him sell himself under the guidance ot 
the salesman. 
Approach Most Important 


According to Mr. Irving, 
Cash Register Company in its own sales 
work counts approach as having a 
percent importance in the making of the 
sale. Approach, explanation and close 
are the three divisions of the sale as 
used by the Dayton company. An ap- 
proach is either poor or good. And the 
poor ones might usually be termed as 
no approaches at all since they do not 
represent any definite planned method. 
The National Cash Register Company 
has studied 365 different businesses and 
has prepared information which will en- 
able the salesman to make a definite ap- 
proach appealing to any one engaged in 
the 365 different occupations. 


ia 


Three Fundamentals 


The first effort of the salesman should 
be to know the weaknesses of the busi- 
ness he is dealing with. Next he must 
know how to present these weaknesses. 
Then he must be thoroughly sold on 
the value of his product. 

When a National Cash Register sales- 
man begins to feel his confidence leav- 
ing, he is advised by his company to go 
out and talk to some good user of the 
cash register, to get all of the reasons 
why that user of the cash register con- 
siders his purchase a good one. In this 
way the salesman is once more resold 
himself, picks up new sales arguments, 
gains new confidence in himself and is 
ready to go out again and tackle the 
P. P.s or “probable purchasers” as they 
are called in the Cash Register School. 

The personal appearance of the sales- 
man, his portfolio, his automobile and 
everything about him that might offend 
a probable purchaser is stressed by the 


cash register company. 
Opening Is Important 
Above all things, the salesman is 


taught that he should not talk cash reg- 
isters in the first part of his approach, 
for, said Mr. Irving, if the merchant 
were interested in cash registers, he 
would have called up and asked for a 
salesman to come out. Talk results or 
benefits. It absolutely necessary in 
the approach to be equipped to answer 
any objections which may be made but 
the salesman makes a mistake to devote 
too much time to mere excuses. Real 
objections demand real answers but 
many of the excuses may be met by 
the “Yes, but” method or by the state- 
ment, “That the very reason 
should have it.” Fear is one of the first 
causes of failure in the approach. Even 
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if the approach has been good enough 
to bring about a complete sale, a poor 
approach will result in a poorly made 
sale or in a sale which does not fully 
meet the possibilities of the prospect 
That is, a poor approach might sell a 
$1,000 order where the man _ really 
should have taken a $5,000 order. 


Use Definite Program 


the National | 


place where he will use his eyes in 
observing a real demonstration of cash 
registers. In discussing this approach, 
Mr. Irving said that salesmen should 
not talk service, but give service, should 
get complete information about th: 
business methods of the merchant s 
that the salesman would be in the pos 
tion of the card player who knew what 
was in his opponent’s hand as well 

what was in his own and therefore could 
play his cards more skillfully. The 


| National Cash Register Company has a 





The National Cash Register Company 
has what is called the car track ap- 
proach. In this approach the salesman 
tells who he is and where he is from: 
the purpose of his call, though not in 
terms of selling cash registers, but in 
terms of service to the merchant; ren 
ders a real service to the merchant, thus 
obligating him to listen to his story 
presents reasons for a discussion of the 
subject of the interview; gets the neces 
sary information about the business so 
that when the merchant comes to look 
at the cash registers, the advantage will 
be in the hands of the salesman; points | 
out the weaknesses in the business man’s 
methods; makes an appointment and | 
then prepares to avoid excuses which 
may be made for tailing to make the 
appointment itself. The appointment ot 
course is to get the merchant to the 


you | health 


regular form for gathering the informa 
tion necessary and uses written proposi- 
tions for presentation when dealing with 
the nervous “kidder” type of pros 
pect. 


or 


Applicable to Insurance 
Nearly all of the sales talk of Mr. Irv- 
ing was applicable to life insurance sales 
methods as well as to agency training 


He invited those at the dinner te stop 
in at the National Cash Register school 


in Dayton at any time and see how their 
courses were conducted and what meth- 
ods were used in training their own 
salesmen. 


H. G. Scott Was the 
Father of Monthly 
Distributive Plan 


ICE-PRESIDENT H. G. Scott of 

the Reliance Liie of Pittsburgh 
originated the distributive monthly in- 
come policy. The Fidelity Mutual Life 
first put into effect the waiver of pre- 
mium in case of total and permanent 
disability. Mr. Scott started with the 
Reliance Life and has always taken a 
deep interest in policy provisions and 
policy services. An uncle of his wife 
was paralyzed and was almost helpless. 
Mr. Scott went to his home at odd times 
to do what he could for the uncle. One 
evening he was writing out a check for 
the life insurance premium. Mr. Scott 
remarked that it would have been very 
desirable to have had a policy with the 
waiver of premium in case of total dis- 
ability. The uncle remarked that in his 
opinion a policyholder should begin to 
receive some of the proceeds when he 
was totally disabled, as in many respects 





he was dead, because he was _ useless. 
This gave Mr. Scott the idea. He 
worked over the monthly income dis- 


tribution plan and finally perfected it. 
It was sent around to the different state 
insurance departments for approval. 
Three departments, however, turned it 
down on the ground that it was accident 
and health insurance. A little later on 
the directors of the Reliance Life 
decided to have the charter of the com- 
pany amended to write accident and 
insurance and hence Mr. Scott 
introduced then the monthly income 
plan of paying 1 percent of the face of 
the policy each month until it was ex- 
hausted 





Report on Columbia Life 
s| he 


bee n 


has 
re- 
by 


as 


Columbia Life of Omaha 
given an examination report, 
sulting from the examination made 
the Nebraska insurance department 
of Mar. 31, which shows the company 
in a strong financial condition. The 
port reviews the history of the company 


and points out that, while the growth 
has been persistent throughout its his- 
tory, the past vear saw a marked in- 
crease in the financial strength and busi- 
ness of the company. Since 1921, the 
company has launched an expansion 
program, entering South Dakota and 
* | Minnesota in addition to the home state 
|}ot Nebraska and developing a_ strong 
health and accident dey artment. Phe 
report makes particular reference to the 
health and accident claims, stating that 
|} the company has adopted a very liberal 
attitude in the settlement of these. The 
first quarter’s business this year showed 
a net gain of risks in force in the life 
department of $342,161, giving $2,333,374 
in force, in addition to accident and 
health policies in force, the unearned 


premiums on which are $9,893 
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CENTRAL STATES LIFE Patrick Henry Said: 


“I have but one lamp by which my feet are guided 





} and that is the lamp of experience.” 

| Actual dividend history proves the Midland Mu- 
1 tual’s claim of leadership in low net premiums dur- 
i ing its eighteen years of existence. 

" Its high-grade agency force produces persistent 





business with an exceeding low mortality. No 


—— 


claim has had to be contested or compromised. 


Its high-grade investments yield the maximum 








interest earnings. 
Its agency force is prosperous. “There's a rea- 
son.” 


All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 


Write in confidence for square deal General Agency 
contract in Indiana, Michigan and Pennsylvama., 


The Midland 
Mutual Life 
4 Insurance Co. 


‘‘Its Performances Exceed 
Ite Promises’’ 


Columbus, Ohio 


ADMITTED ASSETS OVER EIGHT MILLION 
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Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
California 32 st 32 st 
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CONSIDER 


$20.92 per thousand is the premium which 
a man 395 years old pays on the Ordinary Life, 
Endowment at Age 85 policy issued by The 
Franklin. 


Small additional premiums add Income Dis- 
ability and Double Indemnity benefits. These 
are optional. 


The policy and the commission are both 
liberal. There is no better insurance to buy 
or to sell. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 








